OME to Milwaukee, 
June 12 and 13, for -— 
the third annual 


feed 


convention of the Central 
Retail Feed Association. fy (HALE 
It will be the biggest and a0 
best retail feed dealers’ 
meeting ever held in the ( 
Middle West. Two lively AZ 


days of interesting and 
profitable business  discus- (i "ZA 
sions. All talks will be 
practical and brief. Special UW, AY) 


program for the ladies. 


WW 


=>. 


Supreme entertainment for 
all. 
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Large Modern Plant of the Northern Milling Company at Wausau, Wisconsin 


A COMPLETE FEED SERVICE 


RE you satisfied with the line 
of Dairy, Stock and Poultry 
feeds you are carrying? And 
is your business growing? Can 

you get everything you need in one mixed 
car, or do you have to buy from a dozen 
different concerns to get what you want? 


This is the critical time of the year for 
every feed dealer. How to keep a full 
line of feeds on hand without overloading 
is the problem. Especially is this impor- 
tant in a season like this when prices are 
abnormally high, and likely to collapse 
any time. 


Here is just where NoRTHERN MILLING 
Company complete mixed car service 
comes to the aid of the retailer. You 
can, with this plan, so gauge your pur- 
chases and sales as to have on hand a 
complete assortment of feeds at all times 
without carrying a surplus of anything. 


Straight car buying is a hit and miss 
proposition, with the odds against you. 
In contrast to this, the Northern Milling 
Company feed service offers you a steady 


supply, quick turnover, sure and liberal 

profits. 

From the NorTHERN MILLING ComPANY 
you can get all the feeds, seeds and grain 
you need in one car and in addition every 
NorTHERN dealer participates in the bene- 
fits of these established policies: 
|. Exclusive agency. Only one Northern 

dealer in every town. 

2. No direct sales. Northern feeds are 
sold through dealers only. 

3. Quality products built up to a standard 
and not down to a price. 

4. Moderate prices. Only one small profit 
is added to these feeds, and they are 
passed on to you at a price which will 
enable you to realize a generous pro- 
fit, match quality for quality any pro- 
ducts on the market, and successfully 
meet any competition. 

5. Quick service. Cars loaded and on the 
way within 24 to 48 hours. 

Do you want to join the NorTHERN 
family of live wire dealers? 

Our representative will be glad to talk 
it over with you. Write today. 


NORTHERN MILLING COMPANY 


WAUSAU, WISCONSIN 
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Loads, Mixes, Sacks 


The Eureka 3-in-1 Feed Mixing Machine 

lends and mixes all kinds of dry feed. 
A one-man machine. Complete in one 
unit---saves space, time and attention. 


The 
Eureka 3-in-1 Feed Mixing Machine 
cleans itself automatically after each batch 
is finished. Shipped ready to operate. Write 
for full information. 


Superior D. P. Cups Increase Elevator Capacity 


Without changing any- __ 
thing but the cups you ¥ 
can increase your elevator | 
capacity 20%. Superior § 
D.P. Cups can be placed 
closer on the belt. They [i 
discharge perfectly. Use (a 
these better cups. 


Everything Jor Every Mill and Elevator 
The Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. avn 


In Canada: The Strong-Scott Mfg.Co.Ltd.Winnipeg 


The Symbol of Service 


HIS is the season to be careful in select- 
ing Corn. Our choice Natural 3 Yellow 
assures satisfaction and costs no more 
than ordinary 3 yellow. — — — — 


Corn, Oats, Barley and Malt Sprouts available for im- 


mediate shipment in straight cars or bulkhead via C. & 
N. W. or C. M. & St. P. ee 


<a Write or phone for our quota tions |* 


FROEDTERT GRAIN & MALTING CO. 


MILWAUKEE—MINNEAPOLIS 


Operating Elevators at ; TELEPHONE 
MILWAUKEE, MINNEAPOLIS, WINONA BROADWAY 5600X, MILWAUKEE 
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Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


either straight 
or mixed 
cars 


Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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TAKES 
real help of the 
right sort in a 

s really profit 

Wonder Lay- 

i Mash is that 

— scientifically 

blended of the proper 

ingredients that a 

hen must have in 

order to lay more 

and better eggs. 

Wonder LayingMash 
is a wonder—for more eggs and more 
profits. Ask your dealer—if he cannot 
supply you, write us today for FREE 
illustrated poultry book, dealer's name, 
etc. No obligation. 


ARCADY FARMS MILLING CO. 
Dept.64 Brooks Bidg., Chicago, Illinois 


FREE 


WRITE TODAY 
FOR FREE 
POULTRY BOOK 


| April Poultry Paper | 
Advertisement 


It pays to 
sell 


ARCADY and 
WONDER 
FEEDS— 


Perhaps your 
territory is 
open— 

Write today for 
full details 


Arcady Farms 
Milling Co. 


DEPT. 64 
BROOKS BUILDING 


| April Poultry Paper 
Advertisement 


Sterling Poultry Feeds 
A COMPLETE LINE OF 
MIXED GRAIN FEEDS 
and 
GUARANTEED-TO-SATISFY MASHES 


also 


MIXED CARS 


Containing any of the standard mill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

as well as oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 
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Hatcheries Seeking Chick Agencies 
Feed Stores Should Respond 


Provide Opening For Large Volume Of Future Poultry Business 
Help Dealer Develop Contact With Many Prospective Customers 


an insignificant creature but it 

is filled with business possibili- 
ties for the feed dealer if he will take 
advantage of a new opportunity that 
is developing. 

Wisconsin hatcheries are meeting the 
problem of marketing. Up until a 
year ago practically all of the output 
was easily sold by mail solicitation, 
but competition has increased and 
many poultrymen are finding them- 
selves with a surplus of chicks on hand. 
They will be compelled to seek new 
sales methods and here is an oppor- 
tunity for the alert feed dealer! 

Be a Chick Agency 

Every feed store can become a chick 
agency and profit thereby. A dealer 
is the logical man to take hatchery or- 
ders. His store is a mecca for the ru- 
ral folks, his business is done exclu- 
sively with prospective poultrymen and 
veterans in chicken raising. He is pri- 
marily the best sales agency a hatchery 
can employ. 

But the big objective for a feed 
dealer in taking and soliciting orders 
for chicks is increased feed sales. The 
farmer who has purchased through the 
feed man will become acquainted with 
him and will talk about the future of 
his flock. The subject of feed will be 
considered, and the poultryman will 
naturally say: 

“What's your idea on this? Would 
you give these chicks a starter, and can 
you suggest a good growing mash? By 
the way, what have you on hand that 
J] might take along?” 

Doesn't this situation just make the 
old cash register in the corner tingle? 
Figure Your Own Profits 

Let’s do some figuring. The aver- 
age feed dealer’s territory includes 


\ DOWNY baby chick may seem 


about 64 square miles, and is inhabited 
by 384 farmers. At least 20 per cent 
of this group will buy chicks, placing 
their order through the feed dealer if 
he makes some effort to solicit it. The 
average order is 150 chicks. We'll say 
that 100 of them survive to become 
productive hens. 

During the first six weeks the chicks 
will consume 200 pounds of starting 
mash‘ and 100 pounds of scratch feed. 
They will eat 1,200 pounds of the same 
mixture from the sixth to the twentieth 
week, and during the balance of the 
year it will take 3,600 pounds of feed 
to make hens of them. The production 
cycle of the following year will require 
8,700 pounds of feed for 100 hens, it 
has been computed by feed manufac- 
turers. Therefore, each flock of 100 
chicks sold through the feed dealer’s 
agency provides a possibility of de. 
veloping 6% tons of feed business. The 
working territory is 384 farmers, and 
if 20 per cent of this number are sold, 
the total business would amount to 
487 tons of feed. You can figure your 
own profits. 

Hatcheries Seek Agencies 

Making arrangements with a hatch- 
ery to serve as its agency should be 
easy. Newspapers are already carrying 
advertisements seeking middle men 
who will take orders. A personal call, 
a letter to your neighboring hatchery 
would bring you the job. The poul- 
tryman will undoubtedly allow you a 
commission on chicks to cover your 
necessary clerical and handling expen- 
ditures. But that is a minor detail. 


The dealer’s eye should be on future 


business. 

A hatchery agency will also provide 
contact for other sales. Poultrymen 
need brooders, feeding troughs, trap 


THE FEED BAG—APRIL, 1928 


nests and a wide miscellany of equip- 

ment. A dealer can develop a profit- 

able sideline carrying these items. 
Gets Other Business 

While the farmer is in the store buy- 
ing his poultry needs he will invar- 
iably get his dairy feeds at the same 
place for the sake of convenience. 
Thus, a general business stimulus will 
be felt. 

Mr. Schaefer, of the Schaefer Hatch- 
cries, Milwaukee, Wis., in an interview 
with The Feed Bag _ representative, 
confirmed the fact that the future plan 
of marketing chicks would be through 
agencies. His opinion is practically 
universal. 

The “Wanted” card is hanging in 
the window. It’s up to the feed dealer 
to walk in and get the job and addi- 
tional feed sales. 


LEROY LABUDDE, of the La 
Budde Feed & Grain Co., has made a 
reservation to travel to Chicago by air- 
plane to attend a joint meeting: of the 
Chicago and Milwaukee sales mana- 
gers clubs, April 9. 


D. G. LOWELL, manager of the 
feed department of the Washburn 
Crosby Co., Minneapolis, Minn., is 
back on the job again after a five- 
weeks’ vacation which he spent in the 
Bermudas. 


G. W. SPEAR §secretary-treasurer 
of the Wyocena Farmers’ Co-operative 
Co., Wyocena, Wis., writes the Cen- 
tral Retail Feed Association: “It is 
well worth the $10.00 a year to. belong 
to the association. Hope you will hold 
the next annual meeting at Madison, 
although I will come to Milwaukee if 
held there.” 
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JAMES H. GRAY, president of the 
Springville, N. Y., company 
bearing his name, and prominent Erie 
county feed jobber, is mourning the 
loss of a box of his favorite cigars, 
stolen by yeggmen who blew off the 
door of the safe in his office for the 
second time this year, wrecking the 
strong box. Incidentally they took 
$319 in cash, Mr. Gray reports. The 
thieves got their first taste of Gray's 
special cigars in their burglary of last 
January, and liked them so well they 
returned to do the second “job”, the 
feed man believes. He plans to lease 
a safe deposit vault to protect his 
smokes hereafter. 


milling 


MEAT SCRAPS 
FOR POULTRY 


GUARANTEED 
TEM MIN. 50.0% 
Fat Min, 
CRUDE FIBRE MAX. 3.0% 
MEAT PRODUCT 
MANUFACTURED BY 
DARLING-&-COMPANY 
UNION STOCK YARDS CHICAGO,NLL. - 


if 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 


Union Stock Yards, Chicago 


LaBUDDE FEED & GRAIN CO. Milwaukee 


New Feed Organization 
Formed In East 


A new star has appeared in the feed 
firmament. At Watertown, N. Y., re- 
cently was organized the Northern New 
York Feed Merchants’ Association, 
with membership made up largely of 
the merchants in Jefferson county and 
nearby territory. 

F. M. Stearns, of Sacketts Harbor, 
was elected president. He will be sup- 
perted by Louis Bush, Lowville, first 
vice-president; A. T.  McCormican, 
Carthage, second vice-president; W. I. 
Roe, Watertown, secretary and B. F. 
Loomis, Watertown, treasurer. All of 


STATE DISTRIBUTORS 


these officers have long been active in 
the feed business and will give valu- 
able assistance in carrying out the ex- 
tensive program to which the organi- 
zation has been committed. 

It is planned to hold meetings on 
the first Thursday evening of each 
month at various places in the coun- 
ty. W. I. Roe, energetic secretary, 
says that he is “sure the boys will get 
a lot of real benefit from these meet- 
ings. Not only should they build a 
valuable trade friendship among our 
nearby merchants but by concerted ac- 
tion we should be able to handle 
troublesome situations as they arise.” 
-At the meeting held on March 1, the 
members voted to ask the feed and 
fertilizer manufacturers to co-operate 
with them to keep the cost of their 
commodities to the farmers as low as 
It was felt that if the manu- 
facturers and retail merchants work 
together all possible cost leaks would 


be avoided and these savings would be 


possible. 


reflected in the retail prices. 
Secretary Roe is lining up some in- 
which should be 
well attended and cause every feed 
nierchant in the territory served by the 


corganization to become a member. 


teresting meetings 


National 
Advertising 
Makes 


Globe Feeds 


Easy 
To Sell 


them in open hoppers. 


SOMETHING 


NEW 


IN CHICK 


The New All-Mash method of feeding baby chicks is highly 
recommended by some of the best poultrymen in the country. 
No guesswork enters into this method of feeding. Everything 
that your chicks need to sustain life and promote growth is 
found in this one feed. When chicks are 48 hours to 72 
hours old simply place Globe All-Mash Starting Ration before 
Allow them to have all of it they 
will eat at all times. It is not necessary to feed anything else. 
A clean, whclesome feed, fed in a safe, sanitary manner, it 


reduces chick losses to a minimum and lowers the cost of 
chick raising. 


The Albert Dickinson Company 


MINNEAPOLIS, MINNESOTA 


oo 


Quick 
Mixed Car 


Shipments 
Keep 
Your Stocks 
Complete 
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Central Retail Feed Association 
To Convene June12 and13_ 


Executives Select Milwaukee For Convention; Big Program Planned 


Vote To Hold District Meeting At Elgin, Ill., Sometime In April 
By David K. Steenbergh 


Secretary, Central Retail Feed Association 


HE third annual convention of 

the Central Retail Feed Asso- 

ciation will be held at Milwau- 
kee, Tuesday and Wednesday, June 12 
and 13. 

This was decided at a special meet- 
ing of the executive committee of the 
association held in the secretary's of- 
fice, 86 East Michigan street, Milwau- 
kee, on Friday, March 30. 

Meeting Well Attended 

Members present at the meeting in- 
cluded J. L. Kleckner, Kleckner Eleva- 
tor Co., Neillsville, Wis., president; 
George A. Schlegel, Athens Co-opera- 
tive Produce Co., Athens, Wis., vice- 
president; James H. Vint, Commis- 
sioner of Markets, Madison, Wis., trea- 
surer; D. W. McKercher, McKercher 
Milling Co., Wisconsin Rapids, Wis., 
and M. A. Joshel, M. A. Joshel & 
Brothers, Geneva, IIl., directors; and 
David K. Steenbergh, The Feed Bag, 
Milwaukee, Wis., secretary. Frank 
Kern of the Sparta Produce Exchange, 
Sparta, Wis., director and only mem- 
ber who did not attend the meeting, 
is not expected back from his extended 
vacation in California until May 1. 

The executive committee spent al- 
most the entire day discussing plans 
for the convention and no definite an- 
nouncement of the program will be 
made until invitations have been ex- 
tended to all the speakers and the ac- 
ceptances received. executive 
committee this year wants to make the 
1928 convention even bigger and better 
than the two preceding meetings and 
The Feed Bag can now assure all its 
readers that an interesting and profit- 
able time awaits all retail feed dealers 
who make it a point to be at Milwau- 
kee, June 12 and 13. 


Convention Program Planned 

All of the more important problems 
before retail feed dealers and the feed 
industry today will be discussed at the 
convention. Some of the topics in- 
clude selling feed for cash, feed store 
accounting, grinding costs, custom 
mixing, direct mail advertising to far- 
mers, selling with local evidence, what 
the dealer should know about poultry 
and dairy feeds and feeding, the value 


organization, ete. 

The convention program when com- 
pleted will be a judiciously balanced 
ration of orofitable and 
talks discussions 


interesting 
and entertain- 


J. L. Kleckner, President 


ment. Members of the Milwaukee 
Chamber of Commerce have already 
offered to again co-operate with the 
Central Retail Feed Association in 


planning and financing the convention 


GEORGE POTGETER, Steamboat 
Rock, Ia., has purchased the W. C. 
Baker Flour & Feed Store at Eldora, 
Ta: 


NEW GLARUS FEED & FUEL 
CO., New Glarus, Wis., recently held 
its annual meeting and elected A. H. 
Hustad, S. M. Hanna, Carl Mueller 
and Conrad Stauffacher as directors. 
The terms of Alvin Ott, J. U. Frietag 
and J. J. Hefty have not yet expired. 


FRANK MATTHYS, Dodgeville, 
Wis., has leased a building which he 
will convert into a flour and feed store. 


C. R. HAGGERTY, formerly a feed 
dealer at Fox River, Wis., has been 
appointed manager of the Eagle, Wis., 
branch of the Dadmun Co., White- 
water, Wis. O. C. Ratzlow, former 
manager, is entering the mercantile 
business at Roscoe, III. 
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entertainment. Special entertainment, 
on a more extensive scale than ever 
before, is being planned and will be 
provided for the ladies. 

The executive committee of the Cen- 
tral Retail Feed Association also de- 
cided to continue this spring the pro- 
gram of holding district meetings and 
organizing district clubs which was 
started last fall. New district meet- 
ings will be held under the auspices of 
the executive committee at Elgin, IIl., 
the latter part of April and at Beaver 
Dam, Wis., about the middle of May. 
The Wausau District Dealers’ Club 
will hold its next regular meeting at 
Stevens Point, May 18, and it is very 
likely that the Madison District Deal- 
ers’ Club will also hold a meeting in 
May. 

The Central Retail Feed Association 
has made wonderful progress during 
the past year under the leadership of 
President Kieckner. Interest in the 
association is greater than ever before, 
payments of dues are coming in more 
rapidly and the finances of the asso- 
ciation are in excellent condition as is 
indicated by a cash bank balance of 
$1,087.26; with no liabilities. 


F. C. YERGES of the Reeseville 
Elevator Co., Reeseville, Wis., an- 
nounces that his firm has just com- 
pleted arrangements with William 
Caughlin to operate the Caughlin ele- 
vator at Clyman, Wis. 


W. G. SLUGG has discontinued the 
retail feed business at North Milwau- 
kee, Wis. 


BURLINGTON FEED CO., Bur- 
lington, Wis., while carrying on their 
usual credit business, has decided to 
sell their seeds for cash this year. 


WILLARD HUSON, of the Martin 
Calf Feed Co., Mineral Point, Wis., 
was a visitor at Milwaukee last week. 


A. H. LOIS, of the Bassett (Wis.) 
Feed & Fuel Co., was a visitor at Mil- 
waukee last week. He reports the best 
year he has ever had at Bassett. 
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Flour and Feed 


the same 


One of the things Quaker 
Dealers appreciate is get- 
ting both flour and feed in 
the same car. These mixed 
car orders save them time, 
money, and delays. 


And in every other way, 
too, things “run smoothly” 
between the Quaker Mills 
and Quaker Dealers. No 
wonder! Quaker provides 
its dealers with the very 
best feeds that science and 
resources can devise. 


Quaker creates public 
appreciation of these feeds 
by strong, steady advertis- 
ing. Quaker offers every 
Quaker Dealer real adver- 
tising co-operation right 
in the dealer’s neighbor- 
hood. 


All of these advantages are 
making it possible for 
Quaker Dealers to make 
money. If you want to 


be a Quaker Dealer, write 
us today. A card will do. 


The Quaker Qals Ompany 


CHICAGO, U. S. A. 


Quaker 
FUL-Q-PEP 


POULTRY FEEDS 
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DON’T DISAPPOINT Everybody in the feed business 
YOUR CUSTOMERS is talking about pastures. Feed 

prices, of course, are almost cer- 
tain to go down when the grass is green and the speculation 
is just how soon this will be. 

We've had a few good warm summer days but farmers 
know and feed dealers should remember that it takes more 
than a few good days to make pasturage. In Wisconsin 
or New York states, we rarely have good pasturage before 
June. In the meantime, demand for feed will continue al- 
most as it has all winter. 

It is up to the feed dealer to supply this demand but 
from many reports recently received at The Feed Bag office, 
indications are that some feed dealers have let their stocks 
run down to almost nothing because they have been afraid 
to buy feed with the almost certainty of a drop in market 
prices before them. 

We do not want to see any of the dealer readers of The 
Feed Bag caught with high priced feeds but everybody in 
business to supply the farmer with feeds should make it a 
point to see that he always has feed on hand whenever 
his trade calls for it. We drove through the country yes- 
terday and heard reports from several farmers who said 
they had to drive 16 miles to get bran. Another fariner 
drove nine miles to buy dairy feed and two farmer friends 
of ours said they were buying feed from a new dealer in 
their town because their personal friend and old estab- 
lished dealer was completely out of supplies. 

We do not believe that conditions such as this exist 
in many places throughout the country, but we know that 
practically all dealers have a tendency to at least keep 
their stocks very low at this time of the year and in some 
instances to sell out on certain items. There is no disput- 
ing the fact that this is a good time of the year for stocks 
to be low, but it is equally true that this is also a bad 
time for any dealer to be without stock. 

Practically all wholesalers of feed are now offering 
mixed car servicé and so it is not necessary to place large 
orders for any single commodity in order for a dealer to 
keep his stocks complete. Keep feed in stock now, Mr. 
Dealer, and keep your trade. 


CLEAN-UP TIME The world buds out with fresh- 
FOR FEED STORES ouess, cleanliness and new life in 

spring and the store and surroun- 
dings of a feed dealer’s place of business should reflect this 
spirit. 

Spend several days this spring cleaning up. Your time 
will not be wasted. Get into those corners where heaps of 
worthless junk have accumulated. Stack it up somewhere 
and strike a match toit. Look at the arrangement of stock 
in your store, and ask yourself if it would please the tastes 
of your customers. Use the paint brush freely. This al- 
ways adds freshness to your surroundings. Don’t forget 
the grounds about the building. Detail one of your men 
to make a thorough job out there. Then you will be ready 
to welcome your customers with the smile of spring. They 
will feel more like walking in and doing business with you. 

And don’t forget yourself. Absorb the new life of the 
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Resolve to work harder than ever, to sell more feed 
and to serve and please your customers to the best of your 


season. 


As spring brings new life and freshness into the 
world it should add zest to yourself and your business. 


ability. 


FEELING YOUR WAY Feed dealers who 
TO A CASH BASIS 


hesitate to 
change point blank to a cash 
basis may follow the example 
of Walter F. Uebele of the Burlington Feed Co., Burling- 
ton, Wis., and abolish credit gradually. 

Mr. Uebele threw a bomb into the midst of the “charge 
it” buyers who were in the habit of dashing into his store 
during the spring rush and buying seeds on the books. 
Long after the crops from them were harvested the money 
was still in red ink. 

Seeds are a seasonable commodity, and Mr. Uebele 
discovered that he was doing business for pleasure by al- 
lowing credit on them. This spring he decided to do it 
differently. He sent out his sprightly little house organ 
“The Burlington Eye Opener” with a full back page ad 
and in bold face type announced the following: 

“All seeds this year will be sold for cash or on bankable 
note. We have marked all of the prices down to rock bot- 
tom. We pay cash and must therefore receive cash.” 

Mr. Uebele now has a start. He is gradually educating 
his patrons to lay down the dollars, and it will be painless 
for his patrons when he continues to add cash basis items 
to the list. 

This-is a good method for dealers who feel that a sud- 
den change to a cash basis would hurt their business. It is 
a plan that we had in the days of the old swimming hole, 
when we stuck our toes into the water to see if it was 
warm, and finding it so, waded deeply into it. 

Although The Feed Bag advocates an absolute “stand 
pat” change, it sincerely hopes that dealers who are hesitat- 
ing will follow Mr. Uebele’s method, if for no other reason 
than just to feel their way to the benefits of a cash basis. 


ONE GOOD WAY 
TO BUILD BUSINESS 


Hatcheries are holding out a 
hand for help in the marketing 
of their chicks. The feed deal- 
er should be the first person to grasp it. 

Agencies are wanted by the hatcheries to represent them 
in various sections of the country, and the poultrymen are 
even going to the expense of advertising to get them. It’s 
high time for feed dealers to awake to this opportunity. 

An article appearing elsewhere in The Feed Bag enu- 
merates the profit that may be obtained by an average feed 
dealer if he adds the chick agency for hatcheries to his 
business. Read it and compute the extra dollars that are 
waiting for you. Then judge whether it’s worth while to 
make application for hatchery agency jobs. 

The feed dealer is the logical man to sell chicks, as 
the article states. He will actually place into his com- 
munity consumers for the products which he sells. Believe 
us, many big business houses would send their own presi- 
dent to the grounds if they were able toi increase the con- 
sumption of their products. Here’s a chance held out to 
you with open hands. By all means take advantage of it. 
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CRACKED 


Carefully Sifted For Feed Dealer Consumption 


Wouldn’t it be a happy day if some- 
cne played an April Fool joke by pay- 
ing that long overdue feed account? 

* 

You could also say April Fool to 
credit lcsses if you started business on 
a cash basis April 1. 

* * 

SLIGHTED 
“Why don’t you give me_ honors, 
world?” 

The jilted farm hen begs. 
“When Easter comes around you say 
“That rabbits lay the eggs.” 

* * * 

Judging a modern girl’s beauty by 

her cosmetics is about as inaccurate as 
etermining a man’s charity by his in- 
come tax report. 
* * 

DON’T USE THIS METHOD 

A customer proceeded to lead the 
feed dealer over three floors of the 
warehouse trying to remember what he 
had come to purchase. He lost his 
balance near the top of the third story 
and bounced down three flights of 


steps. The feed dealer rushed fran- 
tically to his assistance and was about 
to pronounce him dead when the fallen 
patron grasped his head and moaned: 

“By Gad, I’ve got it. Put’ me up a 
bushel of cracked corn.” 

* * * 
TOLL OF SCIENCE 

Landlady: “A professor formerly oc- 
cupied this room, sir. 
explosive.” 

New Roomer: “Ah! I suppose those 
spots on the ceiling are the explosive.” 

Landlady: “No, that’s the professor, 
sir. 


He invented an 


—The White Swan 
BUSINESS BUZZES 

Make up your mind not to buy your 
wife a new spring hat. But do it. 

Hone is eternal, but a man can't live 
on promises to pay. 

When you see a speed demon ap- 
proaching stick to your side of the 
road, no matter what happens but turn 
cut when you meet him. 

If you don’t make the cash register 


ring, what does it profit you to sell 
feeds. 
AMBITION RUINED 
Farmer Hill from Lowland county 
aspired to have his boy become a tiller 
of the soil. 
One day the youth came to him, his 
eyes agleam. 
“Dad,” he said. “I’m going to be a 
fighter like Gene Tunney.” 
“Very well, son,” countered his dad, 
“but you can’t milk a cow with boxing 
gloves on.” 


PARKS AT CHICAGO 


J. P. Parks, well-known broker of 
Kansas City, will open a branch office 
at Chicago about April 15. This will 
be Mr. Parks’ first branch office, al- 
though his activities from Kansas City 
during the past five years extended 
from coast to coast and in almost every 
state. The Chicago office will be in 
charge of George S. Chesbro. Mr. 
Chesbro has been purchasing agent of 
the American Milling Co., Peoria, IIl., 
for the last nine years. The Parks’ 
brokerage business deals in everything 
in the feed line, including millieeds, 
dried buttermilk, powdered skim milk, 
linseed meal, bone meal, oyster shells, 
screenings and coarse grains. 


Fancy Oats for Seed 


SAMPLES AND PRICES ON REQUEST 4D 8D 


36 to 38 pounds test 


Place orders now to insure prompt delivery for spring planting 


| J Please mention this ad. when sending for samples k 


t= Quality Grain and Prompt Shipments “=] 


Old Corn — New Corn — Oats — Barley 


Call Broadway—3416-3417 


Cargill Grain Company 


MILWAUKEE, WISCONSIN 


Keeping Step With Public Demand 
Operating elevators with a total storage capacity of 15,000,000 bushels at well located centers. 


MINNEAPOLIS DULUTH GREEN BAY ESCANABA MILWAUKEE NEW YORK 
BUFFALO BOSTON PORTLAND, ME. OGDENSBURG, N. Y. TOLEDO, OHIO 
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Wooden Shoes Made In Feed Store 
Find Nation- Wide Market 


Theune Brothers Ply A Unique Trade In Busy Wisconsin Dutch Town 
They Have So Many Lines Of Business That Slumps Never Worry Them 


Theune Brothers, of Oostburg, 
Wis. 

If their large hatchery should cease 
paying, they could fall back upon their 
grocery store; if that also failed they 
could stay away from the red side of 
the ledzer by operating their flour and 


B slumps do not worry 


Many Enterprises Under this Roof 


feed business, and should the laws of 
cconomics suddenly cause a_ general 
bankruptcy, Theune Brothers could 
still stay in business for they have one 
more last resort. They make wooden 
shoes. 

A Dutch Settlement 

In the quaint, hospitable Dutch town 
of Oostburg where a visitor can almost 
feel the sweep of long armed windmills 
and hear heavy treads on cobblestones, 
Theune Brothers perhaps do more 
things of varied nature under one roof 
than any other feed dealer in the coun- 
try. And what’s more they do all of 
them well. 

The brothers are Peter and James. 
The Theunes are Hollanders, and they 
exemplify all of the thriity and indus- 
trious characteristics of that hardy 
race. 

Theune Brothers are among the last 
of the diminishing wooden shoe man- 
ufacturers in the United States. As 
the older generation of Dutch settlers 
passes on the demand for the product 
decreases. However, Theune Brothers 
keep their machinery and several help- 
ers busy supplying orders for cream- 
ery employes, chemical factory work- 
ers, and the scattered requirements 
among folks throughout the country. 
Oostburg also purchases heavily of the 
Theune Brothers stock, for many 
hardy Hollanders in the community 
still adhere to the wooden shoe cus- 


By Emil J. Blacsky 


Of THE FEED BAG Editorial Staff 


tom. Shipments are sent to all points 


in the United States from 
coast. 


coast to 


James Runs Shop 

The wooden shoe shop in the Theune 
Brothers’ modern brick building has 
an air of old Holland about it. James, 
the junior member of the firm, has 
charge of this department. He cuts 
the leather for the shoes, saws out 
and finishes the wooden soles, and op- 
crates the machinery. The young man 
learned the trade from a firm in She- 
boygan eight years ago. He purch- 
ased the equipment and started in busi- 
ness for himself in 1920. Ben Lam- 
mers, who is employed by Theune 
Brothers, beats a tattoo with his ham- 
mer day after day and tacks the leather 
to the stout wooden soles. Slippers 
and regular high ankle length shoes 
are made. Tanneries, chemical plants, 
and creameries demand the latter for 
their employes. Wooden soles protect 
feet from damp floors and resist the 
chemicals better than other types. The 
slipper is used mostly among old Dutch 
settlers. 

Thus, amid the incessant peeping of 
baby chicks in the hatchery a hammer 
patters and machines hum to operate 
one of the many business ventures cf 
Theune Brothers. They are efficient 
in this department and equally syste- 
matic and progressive in the others. 

Hatchery Prospers 

Theune Brothers started their hatch- 
ery in 1920 with a Newton incubator 
that had a capacity of 1,200 chicks. 
This season 75,000 fluffy little egg lay- 
ers will be produced, and 60,000 of 
these are already booked for sale with- 
in the state. The hatchery business 
has progressed and paid, and it has 
built other lines of business with it. 

While purchasing selected eggs for 
the hatchery in his early days of the 
venture, Peter, who has charge of the 
poultry department started a sideline 
which has developed into a $75,000 
business annually. He buys and sells 
eggs for the table, and makes regular 
shipments to the suburbs of Chicago. 

The system he uses to collect eggs 
has contributed to the success of 
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Theune Brothers’ flour and feed busi- 
ness and the grocery trade. Trucks 
are sent out regularly on established 
routes to pick up the full cases. The 
farmers notify the store by telephone 
when they have a shipment ready, and 
if they need any feed or groceries they 
place their orders. Delivery is made 


_ Left to Right: P. Lammers; Peter; John, 
the Father, and James Theune. 
when the truck goes out on the routes. 

At the end of the week all purchases 
are charged against the eggs, and if a 
balance remains a check is sent to the 
farmer. The system has diminished 
Theune Brothers’ credit accounts, and 
has built a profitable business. 

Boosts Feed Business 

The hatchery also pulls in the feed 
business. 

“We seldom let a farmer, who buys 
chicks from us leave the store without 
buying some of our poultry feeds,” 
says Peter Theune. 

And according to his records few go 
away without purchasing. More than 
ten carloads of poultry feeds were sold 
last year. 

All eggs used for hatching chicks are 
purchased in the community. A 
special poultry expert from the Wis- 
consin Department of Markets is en- 
gaged to cull the flocks of selected 
farmers, and his services are paid for 
by Theune Brothers without cost to 
the poultry man. Many rural folks near 
Oostburg make a big profit raising 
eggs for the hatchery, for they re- 
ceive from 5 to 10 cents above the 
regular market price. In return they 
make many purchases at the store in 
groceries, feeds and coal. 

Advertise With Cards 
Penny postal cards are used fre- 
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quently by Theune Brothers for ad- 
vertising. Many orders are obtained 
from farmers through this method. Re- 
turn cards are attached to the original 
sent out and directions are printed, 
asking the customer to check his needs 
and to send the postal back by return 
mail. Delivery is made if the farmer 
desires. The postal method of adver- 
tising is followed particularly in the 
grocery, feed and coal business. News- 
paper space is also used in the county 
papers, and the hatchery business is 
advertised with circulars and in farm 
magazines. Theune Brothers are a 
member of the International Baby 
Chick Association and the Wisconsin 
Accredited Hatcheries. Their hatch- 
ery trade name is “Holland Guaran- 


teed Chicks.” 
Retired But Busy 

John Theune, the father of the 
Theune brothers, is interested in his 
boys and their successful ventures. 
They always ask him for advice before 
starting anything new, and he is a wise 
counselor. Mr. Theune is past his 
sixtieth birthday, but he could say he 
was forty and wouldn’t be doubted. 

“Oh, I’ve retired. I just come down 
to the store to keep from getting lone- 
some,” he says. 

With the great variety of jobs on 
their daily program the Theune Broth- 
ers and their father are indeed busy 
characters. They work from 6:30 a. 
m. until late into the evening. But it 
is all enjoyable to them. They have 


Ul 
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TEACHING BUSINESS METHODS ON FARMS 


Every Purina Mills representative is 

il trained to help the farmer cull his poul- 
try, supplement his home-grown grains, j 
reduce his costs, and increase his profits. 


BUFFALO KANSAS CITY 
MINNEAPOLIS EAST ST. LOUIS FORT WORTH 
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sO many interesting occupations to fol- 
low that neither of them ever becomes 
a monotony. 

W. A. Stannard, secretary of the 
Eastern Federation of Feed Merchants, 
has been invited to give a series of 
radio talks from WGY, Schenectady, 
NX. Y., during April and May. The 
talks will deal with unusual problems 
of poultry and dairy feeding. 

Following a recent radio talk from 
the same station, Mr. Stannard re- 
ceived inquiries from several hundred 
farmers, many of them asking him to 
broadcast feeding information. It was 
because of the widespread interest that 
the studio directors have arranged for 
a series of four talks on April 18, 25, 
and May 2 and 9 at 7 p. m., eastern 
standard time. ; 

Mr. Stannard has asked some of the 
foremost experts on animal nutrition in 
the East to assist in the preparation of 
the radio talks. The members of the 
federation are preparing to notify their 
customers of the radio programs in 
crder that the dairy and poultry feed- 
ers shall have the benefit of the valu- 
able information to be broadcast. 


HENRY BRUEMMER, Slayton, 
Minn., has opened a feed mill. 


WILLIAM FULTON, president of 
the King Midas Mill Co., Minne- 
apolis, Minn., recently returned from 


a trip to. California. 


GEORGE M. PRESTON, Central 
Square, N. Y., has purchased the feed 
mill of Bradbury Bros. 


CONKEY BUYS NEW MILL 

G. E. Conkey Co., Cleveland, Ohio, 
manufacturers of the Conkey line of 
buttermilk, poultry, horse and dairy 
feeds, and poultry and stock remedies, 
have purchased the J. O. Loch Milling 
Co., Nebraska City, Neb., according to 
Geo. C. Eicher, general manager of the 
company, who will have charge of the 
new branch. The G. E. Conkey Co. 
has been established in Cleveland for 
more than 50 years. 


FRANK TAKES and Joe Gardner 
have purchased the Farmers’ Elevator 
Co. at Walker, Ia. 


O. A. TALBOTT & CO., Keokuk, 
la., plan to rebuild their elevator re- 
cently destroyed by fire according to 
T. Talbott, manager. 


AMES HANSON has opened a feed 
store at Collins, Ia. 
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Publicity Program Will Be Outlined 
At Eastern Feed Parley 


Four Organizations To Co-operate On Radio And Farm Paper Campaign 
W. Sanford Van Derzee Invites All Dealers To Albany Meeting April | | 


SANFORD VAN DERZEE, 

W president of the Eastern 

® Federation of Feed Merch- 
has issued an invitation to all 
feed organizations in the eastern states 
to a parley to be held in Albany, N. 
Y., April 11. It is expected that the 
conference will take steps to promote 
a concerted advertising campaign along 
lines of better feeding and stressing the 
importance of established retail mer- 
chants. 

The organizations invited include the 
New England Retail 
Association, the 
Manufacturers’ 
American 
ciation. 


ants, 


Grain Dealers’ 
New York Feed 
Association and_ the 
Feed Manufacturers’ Asso- 
The entire board of directors 
of the federation will attend and many 
merchants and manufacturers 
hold no official positions have ex- 
pressed a desire to have a part in the 
conference. 
Too Much Mis-Information 

The officers of the federation con- 
sider this parley one of the most im- 
portant held in recent years by the 
eastern merchants. According to Mr. 
Van Derzee, there has been “altogether 
too much mis-information disseminated 
about the retail merchants. They have 
been put in a position with the farmers 
where it would be unwise to longer 
take an attitude of silence. I shall 
present to the members of the trade 
who gather at Albany a definite pro- 
gram of publicity which I believe will 
have a wholesome effect on the feed 
business as a whole. 

“Every feed merchant is interested 
in the farmers and realizes that only 
as he helps them to prosper will his 
own business be successful. That is 
nothing new. It has always been true. 
Yet there are those who claim to speak 
with authority who would have the 
farmers believe that they have discov- 
cred something new in feeds and feed- 
ing practices when actually they. have 
simply conducted a series of experi- 
ments. It is interesting to note that 
even the former opponents of estab- 
lished methods of feed distribution 
scem to be convinced of their error 
and are now advocating the system 
which has been followed by estab- 
lished feed merchants for scores of 
years.” 


who 


The publicity program to be sug- 
gested by Mr. Van Derzee contem- 
plates the use of radio to broadcast 
talks on scientific feeding and farm 
problems. These talks would be given 
simultaneously with advertisements 
published in farm papers having wide 
circulation in the East. 

The parley was suggested at Bing- 
hamton during the recent convention 
oi the Eastern Federation and at the 
closing session the following resolu- 
tion was adopted: 

“WHEREAS: there are conditions 
the mixed feed industry 
which we believe can be successfully 
met by a concerted program of adver- 
tising setting forth the importance of 
the local retaii feed merchant and his 
service and the need for guality feeds. 

“THEREFORE: Be it resolved that 
the Eastern Federation of Feed Mer- 
chants invite the New England Retail 
Grain Dealers’ Association, the New 
York State Feed Manufacturers’ Asso- 


existing in 


ciation and other organizations effected 
by, and interested in this problem, to 
appoint committees with power to act, 
to meet with a similar committee rep- 
resenting the Eastern Federation of 
Feed Merchants, subject to the call of 
the president cof the federation, for the 
purpose of discussing the possibility of 
@ joint program of publicity.” 

Lynne P. Townsend, secretary of the 
New England Retail Grain Dealers’ 
Association, recently conferred with 
members of the federation at Albany, 
N. Y., and expressed interest in the 
proposed publicity plan. He assured 
the committee that he would get solid- 
ly behind the plan and would be on 
hand for the conference with a large 
delegation of the New England deal- 
ers an distributors. 

The meeting will be held in the new 
DeWitt Clinton hotel,. opening with a 
noon luncheon, and will continue until 
the details of the plan of publicity are 
carefully worked out. 


Eastern Merchants Planning 
Summer Convention 


HE annual mid-summer conven- 
tion of the Eastern Federation 
of Feed Merchants is already 


receiving the serious attention of the 
officers, and the exact place and date 


‘oi the meeting will be decided on April 


li, when the directors gather for a 
publicity parley. 

There is much speculation as to 
where the convention will be held and 
the eastern convention bureaus are 
showing more than usual activity. For 
the past two seasons the meetings have 
been held in Buffalo where the various 
feed concerns and organizations have 
acted as hosts to the delegates, many 
ci whom brought their families with 
them. Among other places considered 
are Albany, Syracuse, and the Thou- 
sand Islands. 

Buffalo Meeting Favored 

A poll is being made of the members 
and from early reports Buffalo seems 
to be the favorite, with Syracuse run- 
ning a close second. 

Several of the feed men in Buffalo 
have extended personal invitations to 
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the federation and W. T. Buckley of 
the Buffalo Convention 
just written, 

“_T have 


Bureau has 


talked with many of 
the boys here and they won’t take ‘no’ 
for an answer. They suggest that you 
make Buffalo the scene of your sum- 
mer convention each year just as Bing- 
hamton has been adopted for the win- 
ter session.” 
Emery L. Cocke to Talk 

One speaker has already been booked 
and others have been invited. Emery 
L. Cocke, of Atlanta, Georgia, will 
speak on “The Manufacture of Cotton- 
seed Meal and Description of Grades”. 
He is having some cotton plants grown 
at the State Department of Agriculture 
and will bring them with him. This 
will give the delegates an opportunity 
to see the fresh cotton plants with the 
cotton growing on them. 
have 


He will also 
samples of cottonseed and an 
exhibit showing the gradual manufac- 
ture of the meal. 

Mr. Cocke will illustrate his lecture 


(Continued on Page Thirty-one) 
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Better 


| Cooler Grinding 
Larger Capacity— 


With Less Power 


at Lower Cost. 

A-C VERTICAL GRINDER 
7 Is equipped with Allis-Chalmers 

‘i, motor arranged for pipe ventila- 


tion, will grind any kind of grain 
also screenings, by-products of 
a wheat and corn mills. Will do 
the work of any Attrition Mill, 


‘ in less space, giving more capacity 
R per horsepower. Prices are less 
than you think. 

ALLIS-CHALMERS MEG. CO., 

Milwaukee, Wis. 
Please send me Bulletin No. 2103 descriptive of 

Allis-Chalmers Vertical Grinder. 

Name 
City 


WU. Alo 
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Here Are Tips To Help You Organize 
Local Feed Association 


Dealers Will Join If Shown How Organization Helps Their Business 
Glad, Willing Hand Extended All Around By Members Insures Success 


UNDREDS more local feed 
H dealers’ associations ought to 
be established. They are inex- 
pensive to organize and to maintain, 
and they can accomplish great good. 
In large places, the trade organizer 
may be necessary but in thousands of 
places he is not. Certain fundamental 
ideas realized and adhered to, will in- 
sure successful organization. ‘Jake’ 
Johnson, the Main Street feed dealer, 
gives us a few tips about these ideas 
as applied to his community of 11 
stores. 
Sought Permanent Success 

“A lot of feed dealers are good fel- 
lows—ready, anytime, to do something 
primarily for the good of the trade. 

“When we organized our local as- 
sociation, however, we didn’t make 
this the principal appeal. We figured 
if our association was to organize 100 
per cent, and proceed on a permanent- 
ly successful basis, we must deiiver 
purely selfish beneficial returns for 
every individual member. 

“We had to begin with, a self-ap- 
pointed organization committee Bill 
Denner, of the Reliable Feed Store, 
Ernest Jones, of Jones Brothers and 
myself. Both of them, to tell the 
whole story, once had’ worked for me, 
and the contacts had developed gen- 
uine friendships. Bill and Ernest and 
I thought a local feed dealers’ asso- 
ciation would be a mighty good thing 
and starting ourselves, as the organi- 
zation committee, we went to work. 

Approaching Other Dealers 

“We didn’t start out by stating in 
too definite and restricted a way just 
how our local club would function, and 
just what it would do. We would go 
to a feed dealer and open the way, wel- 
coming suggestions. Didn’t he think 
a local association would be a good 
thing? He would state at once things 
it ought to accomplish for the trade. 
What were some of them? 

“Of course, most of the fellows 
would mention things which would 
help them individually. That was ex- 
actly what we wanted them to do. 
Down into a memorandum book would 
go the condition complained of or the 
suggestion for general trade better- 
ment. Down also would go the feed 
dealer’s name. 

“That’s something I believe any or- 


ganizer anywhere, should understand-— 
that, for a single thing, very dear to his 
pocketbook a feed dealer will join a 
new association. 

Subjects Discussed at Meetings 

What would meetings be about? We 
found one man who was an enthusias- 
tic booster for cost accounting systems. 
He used one, and based many of his 
charges upon it. He felt that if all 
local feed dealers would similarly be 
careful in computing expenses, influ- 
ence on local price conditions would 
be very favorable. We told this man 
that, at meetings, costs could legiti- 
mately be given special study and dis- 
cussion. He was asked to prepare a 
report on his methods for one of the 
early meetings. He joined. 

“The idea is to find a particular way 
in which, and in no other, a local feed 
dealers’ association can help each indi- 
vidual member. Tactfully, use this con- 
dition to secure membership. 

“For example, there was a feed deal- 
er in the east end who was a notorious 
non-joiner. He didn’t belong to the 
cemmercial association, nor to a lun- 
cheon club. He didn’t even wear a 
lodge button. He didn’t join things, 
of course, because he didn’t believe in 
it—didn’t believe it paid. 

Credit Plan Appeals 

“We schemed and schemed before 
we went to this man, and finally we 
doped out what we thought was a sure 
fire approach. It proved to be! 

“We figured he would be interested 
in a joint credit effort by feed dealers— 
so that, through team work, the man 
who had beaten one store out of 
money couldn’t get credit at another. 
Talking with our prospect, we didn’t 
play up details of a general trade as- 
sociation at all, simply explained we 
were arranging a local effort among 
the feed dealers in credit matters. Was 
lie interested? Would he come in? 

“Incidentally, we mentioned the fact 
that meetings would be regularly held, 
there would be programs. Of course, 
he didn’t have to attend these if he 
did not wish. The main question was, 
would he co-operate with the rest of 
us in self protection against shysters? 

“He came in. 

No Price Fixing Attempted 

“Some feed dealers are mighty sen- 
sitive about the pricing question. They 
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feel that pricing has something to do 
with their volume of business, and 
they resent any suggestion that they 
co-operate with other feed dealers in 
charging in any way. Of course, we 
were not organizing a price-fixing com- 
bination. It would be illegal, and it 
wouldn’t be the best sort of an asso- 
ciation anyway. We were careful to 
tell such men that the association 
would not interfere with the individual 
feed store. 

“One of the obstacles we ran into 
was here and there a petty animosity 
between two dealers. ‘I’m not going 
into anything that that bird does!’ was 
the rather savage assertion of one man. 
We let him pour out his complaint. 
Then we suggested a grievance com- 
mittee might be an excellent feature 
of a local association, to iron out such 
situations as they arose. What did he 
think of that? 

“You get the idea. We were out to 
determine those things which, taking 
the trade as individuals, would make 
the co-operative enterprise worth while 
right from the start. This was the 
kasis of our organization work. 

Friendships Aided Organization 

. Here’s another idea we used. We 
analyzed, so to speak, present friend- 
ships among feed dealers. There is 
nearly always one best man to solicit 
a certain individual. For example, 
there were John Libby and Sam Simp- 
son. We sold John first, then let him 
talk to Sam, a much more difficult 
prospect, on the advantages of trade 
co-operation. 

“Before our initial meeting, we did 
not have 100 per cent membership. 
These we persuaded to attend our in- 
itial meeting, which was a dinner meet- 
ing at the hotel, and when the spirit 
of fellowship was at a high point, we 
got their commitment to membership. 

“T remember five years ago another 
effort to organize our trade was made. 
I didn’t come in at the time, and sev- 
eral others didn’t, and the attempt 
failed. One reason, I think was be- 
cause the men starting out to organize 
used several high pressure ideas. If 
a feed dealer was hesitant, he criti- 
cized his motives more or less openiy, 
and suggested what the consequences 
of not being in the movement might 
be. That sort of stuff does not go 


Page Fifteen 


J 


with the key-men you find in the feed 
business. I should say not! 
Choice of Officers Important 

“Nearly anyone can be active in or- 
ganization work. I do think, however, 
that it is unfortunate if a man with 
numerous enmities outstanding is 
given a position of directing import- 
ance. Let this man be on a commit- 
tee to organize, if you will, but don’t 
give leadership to him. His dominat- 
ing position is sure to reduce member- 
ship. And the only kind of an asso- 
ciation to consider is one 100 per cent 
strong. You may not get it, but you 
should get pretty close to it, if you 
work energetically and with skill. 

“The idea of inviting non-members 
io meetings as guests is an excellent 


one. Give them a chance to look over’ 


Bach every sack stands the INSTITUTION 


the bunch together. Give them a 
glimpse of the machinery of the thing, 
how it works for trade benefit. Of 
course, the sort of an invitation is that 
given by an association member who 
is also a friend of a non-member. 

“When the non-member comes in, 
introduce him all around, give him a 
taste of good fellowship. 

Holding the First Meeting 

“At our first meeting, we organized 
with a temporary chairman who, by 
the way, later became president. We 
had the chair appoint several commit- 
tees. One was to draw up the constitu- 
tion and by-laws. So that evidences of 
real productiveness would be evident 
from the start, we had a discussion of 
several municipal ordinances of special 
interest te the feed business. A com- 
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asa FULL GUARANTEE 


back for more. 


Minneapolis, Minnesota 


INTERNATIONAL Feeds are guaranteed to produce 
‘*better results at lower cost.’’ This guarantee is backed 
by a million dollar company which has been making 
scientifically balanced feeds for twenty years. 

You can sell these guaranteed feeds with more con- 
fidence—your customers buy with confidence, and come 


The story of International Guaranteed Feeds is being 


told through farm papers and by radio to feeders in the 
Middle West and Northwest. 


Ask an International Man or write for dealer proposition. 


INTERNATIONAL Sugar Feed Co. 


INTERNATIONAL 


SUGARED FEEDS For GREATER PROFITS 


Memphis, Tennessee 
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mittee to work on the matter came 
forth. 

“The main thing in organizing is to 
visualize an association created to pro- 
duce quick and tangible benefits for 
every individual member. Name noth- 
ing that the assocition will do, form no 


‘complete opinion until the members of 


the trade have been interviewed. Let 
local needs thus spontaneously come 
to the surface, to be quickly set forth 
for co-operative attention.” 

Hard Work Necessary 

These are practical, working tips. 
One thing to realize is that out of an 
association idea, broached to various 
members, an association will not be 
naturally born. Association organiza- 
tion is a special profession in itself, ac- 
tually followed by men. Psychologi- 
cally, there is as fundamental a basis 
to it as to salesmanship, or advertising, 
or collecting. Certain ways of con- 
ducting the organization will be result- 
ful for permanent good, and others will 
create their own pitfalls for the effort. 

Aggressive, serious work needs to be 
put into organizing effort. No local 
feed dealer believes that a local asso- 
ciation can be formed and can function 
successfully, without some special ear- 
nest effort of trade members. Try to 
organize an association too readily, and 
easily—aimlessly, as it were—and the 
result is likely to be a half baked thing, 
destined to live a brief time only. 

Co-operative Work Profitable 

So, feed dealers should not hesitate 
to give liberally of their time and 
brains to work of organization. They 
can afford to do so. “The most profit- 
able time I have ever spent in promot- 
ing my business directly,” a feed deal- 
er exclaimed to this writer, “was spent 
in promoting a local trade asso- 
ciation. It’s at least 1,000 per cent 
easier to make real money in the feed 
business here now than it was before 
we co-operated. And we co-operate in 
straight, legitimate ways. 

“When feed dealers get together so- 
cially around a table every so often, 
the evils of competition run wild off 
the track. It simply doesn’t happen. 
This is what regular get-togethers will 
do.” 


SHEAP’S SEED STORE, Lansing, 
Mich., has been incorporated with a 
capital stock of $10,000. The firm will 
do a wholesale and retail business in 
field and garden seeds. 


H. B. ROSENBERGER  CO., 
Doylestown, Pa., has been incorpor- 
ated with a capital stock of 1,500 
shares, no par value, to deal in feed, 
grain and hay. 
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“Slow Pays” Will Come Through 
It They Are Humored 


Ohio Merchant Collects “Bad” Accounts And Keeps Patrons Happy 
Blank Notes With Demand For Signature Also Move The Hard Ones 


your goods and quite another to 
collect the money unless the orig- 
inal sale is made for spot cash. 

In the small county-seat city of Lon- 
don, Ohio, located midway between 
Columbus and Springfield is an agri- 
cultural district where farm sales are 
00 per cent of the feed business, and 
collections and credit are a problem. 

Walter R. Engard, proprietor of a 
tire, radio and auto accessory store in 
London until a month ago, a former 
president of the London chamber of 
commerce, now in the same business in 
Warren, Ohio, has put over many a 
collection plan that has brought real 
results and all of his stunts may be 
used with profit in the feed trade, with 
variations to suit certain needs and 


1: is one thing to sell a customer 


circumstances. 
Kids Them Along 

This Ohio retail merchant has used 
personal ideas in his business for 
years, all original and with a touching 
humor that brings in the cash and 
leaves a friendly feeling. 

He believes in making people pay 
while they are in a good humor; in 
other words, he uses blarney with hard 
hearted collection of accounts and the 
cash register in his store never gets 
rusty for want of use. 

Mr. Engard says that blarney is of- 
ten tiresome but it never gets old when 
applied with a new dress; never fails 
te command attention. 

He uses blarney mostly with printed 
slips that are enclosed with each state- 
ment he sends out. 

Stunts That Pulled 

One bit of blarney that paid its way 
to the tune of more than a 75 per cent 
return was mailed out on a slip and 
read as follows: 

“Not by a Jug Full—In the State 
Department down at Washington, one 
may see the original draft of the Dec- 
laration of Independence, but none of 
the signatures on this Heroic Docu- 
ment can anywhere near compare with 
your signature on a check—no sir, not 
by a jug full. Just a hint you know. 
Yours truly, Walter Engard.” 

Another highly effective blarney 
stunt of this Ohio retail merchant was 
the enclosing of a slip of paper in more 
than one hundred statements sent out. 


It read as follows: 

SAY I DO—Appreciate the 
favors you have shown me this month. 
I trust that every purchase has proven 
entirely satisfactory. If for any rea- 
scn any purchase made of me has pro- 


TELLER 


\ 


ONEY in bank 
TS where it draws interest 

is better than a dead 
burden of loss on the books 
in the office. Many feed deal- 
ers have lost sleep over bad ac- 
counts, and have often marked 
off large amounts as bad debts 
when they could have jingled the 
money in their pockets by using 
the right collection methods. 
This article gives several good 
ideas. 


ven otherwise, I want you to make it 
known to me. I stand squarely back 
of every article that I sell, and am 
ready at all times to make good if the 
merchandise fails to—Walter Engard.” 

These notices hit the spot with sev- 
eral of his customers who had _ per- 
mitted their accounts to backslide. One 
man who came into the store in re- 
sponse to one of the slips promised 
that he would never again let his bill 
run to the point where he fad to be 
‘kidded’ like that—but he asked Mr. 
Engard to mail him a copy of every 
statement he sent out for he wanted 
a good laugh. 

Didn’t Mean Maybe 

Other kinds of appeals have been 
used by this dealer to secure real cash 
when needed and one in _ particular 
brought almost instant response from 
85 delinquents to whom it was ad- 
dressed. This ‘blarney’ contained a 
real kick and although it was rather 
rough in spots, produced results from 
a certain class of customers who really 
needed a dig to separate them from 
their money. It was headed—‘I 
DON’T MEAN MAYBE?” and read: 
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“This is for your attention, please— 
I have a mighty heavy obligation to 
meet pretty darn soon, and I am short 
of cash—I don’t mean maybe! If I 
meet this obligation (and my creditor 
has set his right foot down and said ‘I 
must’) there is but one thing for me 
to do; that is to convert my accounts 
receivable into cash. It is a case of 
self-preservation. So here goes— 

“Every account on my books, large 
or small, must be converted into cash 
—not a single exception. 

“T know I can count on your co- 
operation and will look for a check 
from you covering the enclosed state- 
ment by early mail. I am going to 
appreciate this favor as I have your 
many favors of the past. 
pectantly, Walter Engard.” 

This man has used many other in- 
teresting plans and systems to secure 
cash returns when needed and it seems 
to be his slant on human nature that 
makes the big appeal to his customers 
and brings results. 

Notes Brought Cash 

A plan he used recently worked ex- 
ceptionally well. He obtained blank 
notes from his bank and sent them to 
several customers who owed large ac- 
counts of long standing. Mr. Engard 
filled in the note with the amount due 
and with a request that it be signed 
and returned at once so that he could 
realize upon his accounts to cover an 
invoice that would be due within a 
short time. - 

Only one note was returned, signed 
—all of the others came in and either 
paid their accounts in full or paid 
enough on account to cover the total 
needed. One man said he came because 
he did not want any notes around when 
he had the money to pay his account. 
He was not offended at the plan, mere- 
ly saying that he did not like to sign 
notes. 

This Ohio dealer has used registered 
letters to speed up collections and also 
has made use of the special delivery 
stamp at times, but he says that the 
blarney slips have produced the best 
results and he will use them as needed 
every time in preference to the usual 
method of cleaning up the accounts 
that somehow or other seem to run 
higher and longer than they should. 


Yours ex- 
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G. W. HAYNES, of the Eagle Rol- 
ler Mill Co., New Ulm, Minn., was a 
visitor at Milwaukee during the past 
month. Other recent visitors include 
C. Dodge, of the Cereal Mills, Wausau, 
Wis.; R. W. Biel, Randolph, Wis.; 
Bentley Dadmun, The Dadmun Co., 
Whitewater, Wis.; and G. W. Healy, 
Waterford Mills, Waterford, Wis. 


G. E. HILLIER, of Penick & Ford, 
Ltd. Inc., Cedar Rapids, reports that 
his company has issued a new bulle- 
tin describing feeding uses of sweet- 
ened Douglas corn gluten feed which 
is a straight Douglas corn gluten feed 
sweetened with pure cane molasses. 
Dealers may, obtain free copies on re- 
quest. 


OVER SIXTY-THREE YEARS OF SATISFACTION 


paoserR Bran, 


TRADE MARK REGISTERED 


SELECTED SEEDS 


Selected Seeds and Seed Corn 


»- THE LARGEST SELLER IN WISCONSIN <a 


MILWAUKEE 


L. TEWELES SEED CO. 


WISCONSIN 


Wisconsin Farmers Urged 


To Grow More Barley 


“Wisconsin is an ideal state for 
growing barley,” declares Prof. R. A. 
Moore of the Wisconsin College of 
Agriculture, and he encourages farm- 
crs to grow more of it. 

The European corn borer, according 
to a recent bulletin of Wisconsin Live- 
stock and Meat Improvement Council, 
is not a menace to barley, and farmers 
may protect themselves against the in- 
vasion of this pest by growing larger 
acreages of the crop. 

Other reasons advanced given for 
growing barley are its excellence as a 
hog feed, high feed and cash value, 
production of high quality of meat, 
provision of a good finish and an early 
market in animals, suitability with 
other feeds in a ration and hardiness 
zgainst heat, rust and smut. 


A. P. WOOD, proprietor of a feed 
mill at Cassadaga, N. Y., was held up 
by bandits in the office of his mill, 
and tied to a post while the robbers 
took $10.00 in cash from the safe and 
from his clothing. One of the men 
was masked, but Mr. Wood gave state 
police a good description of the other. 


PURITY -— PRICE — PROFIT 


NIVERSAL BRAN 


KILN DRIED SALT 


NON-HARDENING 


Positive Guarantee of Purity. 
Excellent for every household use. 
A superior salt for feeding. 


Sold to you at areasonable Price. 
Less money invested per car. 
A better percentage of Profit. 


If your salt business is not satis- 
factory and _ profitable—investi- 
gate our proposition. 


YORK and COMPANY 


GRAND RAPIDS, MICHIGAN 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. ST. LOUIS, MO. 


Pierce Bldg., 
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Notify Creditors If You Sell Out 
And Avoid Future Trouble 


Courts May Hold Original Owner Liable For Debts Of Successor 
Notices Must Be Sent To All Firms With Whom He Does Business 


HERE a merchant sells, or 

otherwise disposes of a going 

business that is to be con- 
tinued by his successor, he should for 
his own protection notify his creditors. 
This is true because if his creditors 
continue to sell goods to such a suc- 
cessor, without knowledge of the 
change in ownership of the business, 
and under the belief that they are still 
dealing with the selling merchant, the 
latter may incur liability for the goods 
sold. 

The foregoing point of commercial! 
law is frequently overlooked when a 
business is sold, or otherwise changes 
iiands, and has been the source of 
niuch litigation and in many cases sub- 
stantial loss. The importance of care 
iil a situation of this kind may be il- 
lustrated by the brief review of a re- 
cent case which arose under the fol- 
lowing state of facts. 


Going Business Sold 


In this case the defendant was en- 
gaged in operating a retail store in 
the town of Mcgehee, Ark. The store 
was managed by her son and he from 
time to time purchased goods from the 
Linaker Co., a wholesale firm, as the 
agent of his mother. 

Upon a certain date, the defendant 
sold the business to her son who nad 
managed the business and his brother, 
and executed a bill of sale thereof. 
However, the Linaker Co. was not given 
rotice of this change in the owner- 
ship of the store. All right. Follow- 
ing this, the buyers moved the busi- 
ress to another part of town, but con- 
tinued to buy goods from the Linaker 
Co., and the latter sold them merchk- 
andise in the sum of $321.61 under the 
belief that credit was being extended 
to the defendant. This bill, it seems, 
was not paid, and the Linaker Co. 
brought the instant action against the 
defendant to collect. 

Liability Is Denied 

In defense to this action, the de- 
fendant set up the fact that she had 
sold the store to her sons before the 
goods in question were purchased. She 
thereupon denied liability on the 
ground that she did not buy the goods, 
and contended that the Linaker Co. 
should not be allowed to collect for 


same from her. 

Upon the trial of the cause a judg- 
ment was, however, rendered against 
the defendant. From this an appeal 
was prosecuted to the supreme court 
of Arkansas, and here in reviewing the 
record the court, among other things, 
said: 

Language of the Court 


“The record shows that the business 
was first owned by the defendant, Mrs. 
E. E. Courtney, and that she subse- 
quently sold it to her two sons, who 
moved the store from one part of the 
town of Mcgehee to another part of 
it. According to the evidence for the 
plaintiff, [Linaker Co.] it had no no- 
tice that Mrs. Courtney had sold the 
business to her sons and that they 
were operating it as their own when 
the bill of goods in question was pur- 
chased. 

“It is true that the goods were pur- 
chased after the bill of sale had been 
executed; but according to the evid- 
ence for the plaintiff it had no notice 
that Mrs. Courtney had sold the busi- 
ness to her sons, and it sold the goods 
to the sons believing that they were 
the agents of their mother and were 
purchasing the goods for her. * * * 

“The case then stands here as if the 
plaintiff; not being notified of the sale 
of the store to C. A. Courtney and his 
brother, and consequently not being 
notified of the revocation of his author- 
ity as the agent of his mother, was 
clearly justified in acting upon the pre- 
sumption of its continuance. * * * 
Persons who deal with an agent be- 
fore notice of the recall of his powers 


are not. affected by the 


recall. 


Facts in Conclusion 


In conclusion, the court affirmed the 
judgment rendered by the trial court 
against the defendant. Holding, as 
outlined in the opinion, that since the 
plaintiff, wholesale firm, had not been 
notified of her sale of the business to 
her sons, she was liable for the goods 
thereafter sold to them under the be- 
lief that the credit for the goods was 
being extended to her. 

The foregoing case was well rea- 
soned by the court, and its holding is 
without doubt in accord with the 
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weight of authority on the questions 
involved. This authority holding that 
it is the duty of a merchant selling a 
going concern to notify his creditors of 
the change in ownership so that such 
creditors may know who they are deal- 
ing with. 

And further, as we have seen, the 
failure of a merchant to observe this 
requirement may lead to a substantial 
lability in the event his successors in 
business are given credit under the be- 
lief that such credit is being extended 
to him. In the light of which, a mer- 
chant selling his business should, for 
his future protection, see that his cred- 
itors, and those with whom he has been 
buying goods, have notice of a change 
of ownership. 


HENRY MENGER, Allenton, Wis., 
had the misfortune of breaking his leg 
some time ago. He is now back on 
the job again and the injured member 
is healing rapidly. 


T. F. ORTON, Lancaster, Wis., has 
purchased the feed business of T. 
F. Orton & Co. It was owned by his 
mother who died recently. 


FRANK N. AND G. J. ALDER, 
Rome, N. Y., have purchased the feed 
business of Pilmore & Stretton and 
will operate under the firm name of 
Alder Bros. Mr. Pilmore plans to de- 
vote his time to his grist mills and 
feed stores in Westernville and North 
Western, N. Y. 


F. KERN, manager of the Sparta 
Produce Exchange, Sparta, Wis., 
writes from California: “Am _ having 
the time of my life out here.” Mr. 
Kern attends a very busy business 
when he is at home and deserves a 
good vacation and rest. His California 
address is 302-58th street, Maywood, 
Calif. 


JAMES H. VINT, commissioner of 
the Wisconsin Department of Markets 
and former feed dealer at Union Grove, 
Wis., reports that the legal council of 
his department has given advice to 
more than 50 co-operatives during the 
past three months. 
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C. E. Dingwall Co. To Handle 
Line Of Mixed Feeds 


HE C. E. Dingwall Co., Mil- 

waukee, announces in an adver- 

tisement elsewhere in this is- 
sue of The Feed Bag that it has se- 
cured the Wisconsin and Michigan 
agency for the full line of Schreiber 
Milling & Grain Co. mixed feeds, grain 
and feed stuffs. The Schreiber Milling 
& Grain Co. has mills at St. Joseph, 
Mo., and Minneapolis, Minn., which 
gives the Dingwall organization facil- 
ities for shipping both straight and 
mixed cars advantageous!y into every 
station in its territory. 

The Schreiber Milling & Grain Co. 
manufactures a new type of cattle feed 
under the trade name Sweet Lassy. 
This is a high quality, heavy concen- 
trated molasses feed made in nut size 
form under an exclusive Schreiber pro- 
cess, protected by United States patents 
numbers 1,638,963 and 1,638,964. Sweet 
Lassy contains 55 per cent molasses 
but will not freeze or cake in the sack 
in the coldest weather or stick, cake, 
mold, spoil or draw flies in the hottest 
weather, according to claims of the 
manufacturers. It pours or shovels as 
easy as grain and its nut size kernels 


TESTING SEED CORN 

Great need for testing seed corn 
among farms is reported this year by 
field men of the University of Wiscon- 
sin, Madison. The university has is- 
sued a folder explaining how to test 
corn with a pan of water, an old news- 
paper and a fruit jar. Instructions are 
vividly given, and can be easily fol- 
lowed. Feed dealers who wish copies 
of the folder may obtain them by writ- 
ing to the Agricultural Extension Serv- 
ice, University of Wisconsin. 


VIROQUA INCORPORATION 

Viroqua Co-operative Farmers Ex- 
change, Inc., Viroqua, Wis., has been 
incorporated with a capital stock of 
$50,000 to deal in lumber, feed and 
grain. The incorporators are J. Bu- 
chanan, W. C. Mockrud and Warren 
Fish. 


WILLIAM MOLL, of the Franke 
Grain Co., is the latest to turn bene- 
dict at the Milwaukee Chamber of 
Commerce. His engagement to Miss 
Marietta Borgo, of Hurley, Wis., was 
officially announced on Tuesday, April 
3. Mr. Moll’s birthday was April 2 
and Miss Borgo’s April 3. The wed- 
ding is planned for August. 
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are always uniform in size. It is easy 
to distribute uniformly so that each 
animal gets his share. 

The C. E. Dingwall Co. offers quick 
shipment of Sweet Lassy either in 
straight cars or in mixed cars with 16 
or 24 per cent protein molasses dairy 
feeds or with any number of 55 feed 
commodities. The complete Schreiber 
line includes scratch grains, poultry 
mashes, poultry fattener, dairy rations, 
cattle fattener, stock feed, hog feed, 
cern, oats, barley, wheat, milo-kafir, 
buckwheat, bran, middlings, red dog, 
linseed meal, alfalfa meal, cottonseed 
meal, gluten feed, tankage, meat and 
bone scraps, bone meal, dried butter- 
milk, oyster shells, grit and charcoal. 

The C. E. Dingwall Co. has been es- 
tablished as wholesale grain and feed 
jobbers at Milwaukee for many years 
and is well-known to the feed trade 
throughout Wisconsin and Michigan as 
well as in other sections of the United 
States. Officials of the company are 
C. E. Dingwall and W. E. Haberman. 
Offices are maintained at 96 East Mich- 
igan street. The telephone number is 
sroadway 4052. 


KESTORE WASHINGTON’S MILL 

The feed mill which George Wash- 
ington erected on his land near Perry- 
cpolis, Pa., more than 160 years ago, 
is to be restored to its original condi- 
tion by patriotic citizens of that vicin- 
ity. The Sons of the American Revolu- 
tion are sponsoring the work and the 
Pennsylvania Historical commission 
will erect a memorial tablet telling 
facts of interest about the mill, which, 
vntil ten years ago, continued to pro- 
duce commercial feed. 

CARL F. HAERTEL, a salesman 
for Cereal Mills Co., Wausau, Wis., 
is moving his family from Weyauwe- 
ga, Wis., to Wausau. He was former- 
ly manager of the Jackson Milling Co., 
Stevens Point, Wis. 


LEGRAND ,GRAIN CO., Lanes- 
ville, Ill., has been incorporated with a 
capitalization of $10,000. 


CLOVER LEAF FEED CO., INC., 
Davenport, Ia., has been capitalized for 
$25,000. 


FLEISCHMAN ELEVATORS at 
Edgerton, Okabena and Minnesota 
Lake, Minn., are installing feed grind- 
ers. 
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GLOBE MILLING CO., Water- 
town, Wis., is remodeling its feed mill 
and installing, new machinery. The 
power transmission is also being re- 
arranged. 


ALL OFFICERS of the Waupun 
Farmers Elevator Co., Waupun, Wis., 
were re-elgcted at the annual meeting, 
held recent'y. They are John Giebink, 
president; A. F. Schultz, vice-presi- 
dent, and Arthur H. Miller, secretary. 


What's The Matter? 


Every Feed Dealer Will Get An 
Idea and a Laugh from this 
First Letter By Dusty Dick 


Deer Foaks: 

What-in-ell is the matter ‘with the 
feed business? 

A woman come into the store seven 
years ago like a explosion. She hur- 
ried hyther and thyther an’ bot 1a box 
o’ “laid out” chicken feed, a quarter uv 
a bushel! uv oister shells an’ 4 ow,nces 
o’ canary seed. She exploded out ike 
she come in and yells back, “charge it” 
from half way down the street. ‘ 

*Spose your wonderin’ how I kin re- 
member this eggzacly since it wus 
seven years ago, an’ with all the ex - 
citement of linburg flying across the 
oshun and the democrats and the re- 
publikans agreein’ ter stop prohibishun. 

Well, the reeson is because she ain't 
paid me yet. I been sendin’ her a stait- 
ment ever two weeks for these seven 
years, but they ain't no-wise like the 
statements I make to myself and the 
rest of the office when I write ‘em 
out. The bill amounts to $3.93—a tee- 
total of $103.06 with postage. I’m ’fraid 
I got only one chanc’t to collect. She 
got a daughter growin’ up that'll may- 
be marry me fer the money. Then I'll 
make her take in washin’. 

Now, what-in-ell is the matter with 
the feed business? 

Your cross puzzled pard, 
DUSTY: DICK 
FP. S. You can’t keep a good man down 
*specially if there’s a good bootlegger 
upstairs. 


HENRY W. BROWN has purch- 
ased the mercantile and feed business 


of the Brandstedter store at Humbird, 
Wis. 


A. F. SCHWARTZ, Mazomanie, 
Wis., has been appointed manager of 
the Farm Bureau elevator at Spring 
Green, Wis. 
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HEAVY CONCENTRATED MOLASSES 


Cattle Fattener (norsize) 


Pours like grain in any weather—no cak- 
ing or sticking at any time. 


Heavy concentrated cane molasses—mois- 
ture reduced. 


Only high grade ingredients—no weed 
seed. 


Abundance of cottonseed meal—more 
protein. 


There’s s ; only One Sweet Lassy —be sure you get it! 


@ We have secured the Wisconsin and Michigan agency 
for the & Grain Co. and are now 
prepared to serve our trade with quick straight and 
mixed car shipments of all feeds and grain for poultry, 
hogs, cows, cattle, horses and sheep. 


q Your attention is particularly called to Sweet Lassy, 
a high quality, heavy molasses feed, made in nut size 
form under an exclusive Schreiber patented process. 
Write us about getting the agency for this feed in your 
territory. It contains 55% molasses, but pours like 
grain in any weather. Good both summer and winter 
and just as easy to feed as shelled corn. Mixes well with 
home grains. May be obtained in mixed cars with 16% 
and 24% molasses dairy feeds and is lower priced. We'll 
be glad to send samples and complete information. 


gq Our proposition is different and will interest you. 
Our feeds are different, of highest quality and easy to 
sell. Write today for quotations on the full line and 
details about our exclusive dealer proposition. 


C. E. DINGWALL Co. 


PHONE BROADWAY 4052 
MILWAUKEE, WISCONSIN 
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Lime For Cows; Facts About 
Summer Feeding 


Sunlight or ultra-violet rays do not 
play a part in the utilization of lime 
by dairy cows. 

Feed dealers, in this discovery, have 
an argument for the sale of feeds that 
provide lime for animals during the 
period of heavy milk production. 

Experiments conducted by Profes- 
sors Hart and Steenboch of the Uni- 
versity of Wisconsin revealed that 
there was no appreciable difference in 
lime assimilation whether the cows 
were allowed to remain in the sunlight 
cr were kept in a darkened barn. The 
rays of the sun do effect lime assimula- 
tion by little chicks, pigs and goats, 
but in milking animals no positive ben- 
efits can be observed, according to Pro- 
fessors Hart and Steenboch. 

They also state that the feeding of 
lime to high producing dairy cows, 
while on summer pasture, was a very 
desirable procedure, and declared that 
it may very well be true that the 
chronic falling off of milk flow in mid- 
summer on the high producing cows, 
may be due to the exhausting of the 
lime reserve in their bodies, just as 
well as to heat and flies. 

Milk from the cows entered in the 


experiment was also studied by Profes- 
sors Hart and Steenboch. Light, they 
discovered, whether the animal was ex- 
posed to sunlight or ultra violet rays, 
had no effect upon the calcium and 
phosphorus content of the milk se- 
creted. 

Feeds, however, immediately showed 
an increase in the presence of these 
ciements in the milk. Cod liver oil 
was especially efiective. 


CORNSTALK WALLS 

Wallboard made from cornstalks, a 
long-standing laboratory achievement, 
is now about to become a commercial 
process, thanks to six months’ research 
by specialists of the United States Bu- 
reau of Standards. At present the 
huge corn crop is called the outstand- 
ing example of farm waste in the Unit- 
ed States—less than 20 per cent is 
used as food. 


BEN W. DAVIS, of the Reitmann- 
Davis Mill Co., Galesville, Wis., re- 
cently disputed a statement in the Mil- 
waukee Journal to the effect that the 
first farmers’ institute heid in Wiscon- 
sin was at Hudson in 1885. Mr. Davis 
produced a faded old program proving 
that a farmers’ institute was held in 
Galesville 46 years ago, or three years 
before the one at Hudson. 


Don’t Underfeed Good Cows 
Cull Unprofitable Ones 


Now is the time for. feed dealers to 
suggest to their farmer customers the 
selling of unprofitable cows. 

“Beef prices are high at the present 
time and the farmer therefore can sell 
his cull, inefficient cows for meat at 
good prices,” declares C. S. Rhodes, 
dairy extension specialist of the Uni- 
versity of Illinois. ‘Furthermore,’ he 
states, “the feed supply runs low on 
many farms at this time of the year 
and herd owners have a tendency to 
underfeed, which is a bad practice. It 
would be better to cull a few of the 
poorer cows and take better care of 
the others. A third reason for culling 
cut the poor cows now is that the ef- 
ficiency of the herd will be built up 
and a higher price realized for the 
feeds that are supplied to the cows.” 

Mr. Rhodes also warns’ farmers 
against the wild onion odor in milks 
during the springtime. 

Taking the cows off the infested pas- 
ture several hours before milking time 
is a good remedy to prevent the onion 
flavor, he advises. 


FRED K. CHANDLER, Waukee, 
la., is planning to install equipment 
for mixing molasses feed. 


These Monar chs Make Poultry Raisers 
Steady Customers 


They enable you to give each farmer 
individual service, take care of his pet 
whim and do it with a Profit. 


The MONARCH Corn Cracking and 
Grading Outfit 


Makes a high quality Steel Cut Corn, 
grades and aspirates it into three sizes 
and makes less than 5% meal. 
duct will improve the appearance of your 
scratch grain and increase its sale value. 


The MONARCH Vertical 
Feed Mixer. 


Its pro- 


«| Catalog F which you can secure by asking for it explains these two machines that [p, 
——_ are proving very valuable assets in a great many mills and feed stores 


SPROUT, WALDRON & CO., 80x 31s MUNCY, PA. 


CHICAGO OFFICE, 9 S. CLINTON ST. 


, é Just the Machine you need to be able to mix up a batch of 
laying mash without losing time to clean the Mixer. 


takes little room, is easily installed and is made in sizes to suit every requirement. 


Mixes thoroughly, quickly, 
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Dairymen’s School Pleases Farmers 
Boosts Dealer’s Sales 


Southern Merchant Solves Milk Production Problems For Patrons 
They Show Appreciation Of His Services With Their Feed Orders 


ILSON COUNTY, TENN., is 
one of the premier dairy coun- 
ties of the state and for ten 

years has been the home of two of the 
most successful co-operative creamer- 
ies to be found in the South. A. C. 
Hill and Son have founded a very pro- 
fitable feed and flour business in the 
county seat, Lebanon, by conducting a 
school for dairymen. 

For the past three years they have 
financed the school which is presided 
over by A. H. Magruder, formerly 
state commissioner of agriculture and 
also of the Division of Extension, Uni- 
versity of Tennessee. Mr. Magruder 
has made a life long study of dairying 
and his lectures given at the dairy 
school are largely attended whenever 
they are advertised. Announcements 
are made two weeks in advance 
through paid newspaper space by Mr. 
Hill, who believes that the money thus 
spent has been returned to him many 
times by increased business at his feed 
store. 

Answer Farmers’ Questions 

The lectures are held during January 
and February of each year in four 
strategic points in the county. Farmers 
get together to hear the lectures which 
usually last forty minutes. They also 
seek first hand answers to their many 
problems, chiefly feeding and market- 
ing. Both Mr. Hill and Mr. Magruder 
answer all of the questions. Their in- 
formation is valued by the dairymen 
because they realize that Magruder and 
Hill know whereof they speak. 

Business Without Asking 

To avoid making the demonstrations 
look obviously like seeking business 
instead of giving the service wanted, 
Mr. Hill does not mention his feeds 
at all but is content to do what he 
can to learn of the problems confront- 
ing his customers and new patrons, and 
let the sales develop. He knows from 
experience that the feed business will 
turn in his direction. The dairy school 
is an indirect but effective worker. 

Mr. Magruder and Mr. Hill will 
often stay in a neighborhood for two 
days at a time visiting various farms, 
and discovering dairy problems. Then 
a dairy school is called some evening 
and methods of remedying the prob- 
lems are discussed. This service: is 


done in such a manner that it does not 
smack of officiousness and Mr. Hill is 
so friendly about offering it that Mr. 
Magruder and he have never 
turned from a farm yard. 

In the lectures Mr. Magruder in no 
way refers to Mr. Hill as a feed man 
or to the product he carries, nor is any 
sample of feed used in the demon- 
strations referred to as coming from 
the local dealer. Farmers come to 


Commercial 


been 


Feeds 


Hill’s store in appreciation of his serv- 
ice. 
Solve Many Problems 

Some of the problems that have been 
thrashed out in the past are the selling 
of milk with an onion odor, sale of hay 
and the use of grain as feed in prefer- 
ence to the especially mixed varieties, 
support of the co-operative creameries 
which have sustained the high prices 


(Continued on Page Twenty-nine) 


Endorsed 


By Farm Journals 


Let Experts Mix 
Your Poultry Feed 


THE 
poultry feed 


of an 


You Can Depend On Feeds You Boy From 


Advertisers In The Wisconsin Agricultunst 
EVENTEEN farm papers, at 
S least, have recently declared 

themselves as champions of com- 
mercial mixed poultry feed. They have 
done this in full page advertisements 
published without charge in-;the in- 
terests of their feed advertisers and 
headed “Let Experts Mix Your Poul- 
try Feed”. 

It was not very long ago that com- 
mercial mixed feeds were without any 
champions among the farm press and 
there are still many farm papers ac- 
cepting commercial mixed feed adver- 
tisements, but giving all their editorial 
support to home and custom mixed 
rations. The Feed Bag believes the 
full page advertisements referred to, 
herewith, are the first instance in 
which a national group of farm papers 


THE FEED BAG—APRIL, 1928 


has made an open declaration in favor 
of commercial mixed feeds. 

The winning of these farm papers to 
the cause of commercial mixed feeds 
should be considered as a very en- 
couraging factor by all in the feed in- 
dustry. Feed manufacturers and deal- 
ers, alike, are interested in convincing 
the farmers, agricultural college pro- 
fessors, experimental station staffs and 
farm papers that the interests of the 
feed industry are identical with those 
of the farmer and that the commercial 
mixed feed industry is a legitimate me- 
dium functioning to help the farmer 
make snore money rather than one 
seeking exhorbitant profits. 


The Feed Bag is reprinting, here- 
with, the advertisement which was 
published on page 13 of the February 
25 issue of the Wisconsin Agriculturist. 
Other members of the Standard Farm 
Paper Unit which published the adver- 
tisement are as follows: American Ag- 
riculturist, Pennsylvania Farmer, Ohio 
Farmer, Michigan Farmer, Prairie 
Farmer, The Farmer, Wallace’s Far- 
mer, Nebraska Farmer, Missouri Ru- 
ralist, Kansas Farmer, Progressive 
Farmer, Pacific Rural Press, Hoard’s 
Dairyman, Dairy Farmers, Breeders’ 
Gazette, Livestock Farmers. 

Feed dealers will be interested in the 
arguments which are presented in the 
advertisement in favor of commercial 
mixed poultry feed as compared with 
custom and home mixed rations. An 
outline of the arguments foliow: 

(1) Commercial mixed feeds con- 
tain ideal ingredients for poultry feed- 
ing such as animal protein, dried but- 
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termilk, mill by-products and organic 
mineral extracts which are not pro- 
duced in usable form by the farmer. 


(2) Ingredients used in commercial 
mixed poultry feeds are bought on a 
rigid chemical analysis by shrewd buy- 
ers in large volume and at the lowest 
possible price. Farmers could not be- 
gin to ‘buy the same ingredients at 
equal quality or price. 

(3) Commercial mixed poultry feeds 
have known value. They are mixed 
of choice ingredients with modern 
power machinery in accordance with 
the latest research information com- 
piled by nutrition experts. 

(4) “By economies of modern busi- 


ness,’ commercial mixed feeds are fur- 
nished to farmers “at a lower cost than 
a feed of similar quality which you can 
mix yourself”. 


PETER JACOBS & CO., Kenosha, 
Wis., has recently been appointed as 
jobbers for the King Midas Mill Co., 
Minneapolis, Minn. 


E. A. KUNDE, formerly a feed deal- 
er at Horicon, Wis., has returned from 
an extensive ten months’ motor trip 
through the Dakotas, Yellowstone 
Park, Canada, California, Mexico and 
Texas. He plans to re-enter the feed 
business as soon as he finds a good 
location. 


Insuring The Year's Profits 


pose of every feed merchant. 


take of business life. 


fit on the year’s business. 


CHAPIN & 


Q Making a profit on the year’s business is the first pur- 


G The money profit is pleasant to consider, but there are few 
feed merchants who strive for the money alone. 


q They like the game, the matching of wits, the give and 


g Also, they like to feel that they are performing a worthy 
service in the community. Rarely doesa man make money 
for himself without making money for his customers. 


Q Said another way: It usually follows that when a man 
sells merchandise that gives pleasure and profit to his cus- 
tomers, he makes money for himself. 


who buys them. His good-will and steady 
trade go to the feed merchant who sells him. 


{ Unicorn Feeds prove profitable to the farmer 


g During 1928, as in previous years, the feed merchant who 
handles Unicorn Feeds may feel fairly certain of a fair pro- 


There is no form of profit-insurance like that of selling 
your customers a feed on which they will surely make a profit. 


327 South La Salle Street 
Chicago, III. 


COMPANY 


S. Howes Announces 
New Representative 

S. Howes Co., 
Inc., announces 
that it en- 
gaged Phil A. 
Grotevant to rep- 
resent the firm in 
the central states 
territory with 
headquarters at 
5834 South Park, 
Chicago. 

Mr. Grotevant is familiar with every 
phase of the grain business and dur- 
ing his past experience has occupied 
positions of working foreman, super- 
intendent, grain buyer and manager, 
and while thus engaged he gained a 
broad knowledge of milling machinery. 
He spent two weeks, at the S. Howes 
Co. factories at Silver Creek, N. Y., 
familiarizing himself with the exten- 
sive “Eureka” and “Invincible” lines 
of grain cleaning machines and special 
feed milling equipment manufactured 
by the firm and promises the trade 
quick and intelligent service. 

Mr. Grotevant was a visitor at Mil- 
waukee Tuesday, March 27. 


You can’t 
go wrong 


In Selling Only 


Pilot Brand 


Oyster Shell-Flake 
FOR POULTRY. 


It’s the best Crushed 
Oyster Shell packed 
and the only one that 
has been advertised 
for years. 


FOR POULTRY 


OYSTER SHELL PRODUCTS 
CORPORATION 


Shell Building, St. Louis, Mo. 
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Good Ads Require Individuality, 
Truth That Convinces 


Snap, Originality, Special Positions, Local Comments Get Results 
Dealer That Makes An Appeal That’s Different Will Attract Business 


FRIEND coming back from 
A California last spring brought 

back with him a clipping of a 
flour and feed advertisement which he 
regarded as individual. He had found 
it in a Susanville, Calif., paper some 
one had left on a train. It was over 
the signature of the Lassen Grain and 
Milling Co., Long & Leak, Successors, 
but the writer was not identified. It 
was headed “Plenty of-Supplies Need- 
ed” and went on to say: 

“Well there it is again; it’s just as 
common as water is to a milk wagon, 
for some important measure to be 
rigeon-holed as unfinished business by 
our grand body of nobility down at 
Washington. That's what happened to 
the Boulder Dam project. I am of 
the opinion the reason every once in 
a while they have to build an addition 
tc our Capitol is to make room for the 
files of unfinished business. 

Comment on Current Topics 

“I see a short time ago, though, they 
did finally come to an agreement and 
reserve a large body of land along the 
Shell Creek Range in Nevada to be 
opened to our soldier boys who made 
targets out of themselves during the 
world war. You see it’s only been 
about ten years ago now and I can- 
not see why they were so hasty. 

“Now boys, if you never see this 
land you will probably be proud of the 
honor—it really makes my bosom swell 
with pride to think they have remem- 
bered you—but listen, boys, if you are 
really thinking of going to this land 
and my opinion is worth anything to 
you, be sure to take plenty of Honey 
Lake Flour and Feed with you—and 
come in and get me to make you a 
map of the water holes. 

Selling Talk Included 

“IT sometimes think Heinz with his 
57 varieties has nothing on our politics. 
My opinion is that some of this land 
would have to be fertilized to make 
brick. The four days I was there I 
never saw much of anything but a 
coyote and a jackrabbit and they were 
both leaving. 

“These things make me think of an 
old farmer in the South, who said ‘Gat 
dam it, I spend. five thousand dollars 
educating my boy John, and now it’s 
all wasted. He’s elected to the Sen- 
ate!’ 


“Now don’t waste your money like 
that—buy your flour and feed of us 
and get your money’s worth. We have 
all kinds: of feeds and deliver all cash 
ovders. If your grocer can’t furnish 
you Honey Lake flour, call us up and 
we will deliver it to you.” 

No Set Style Recommended 

Not every flour and feed dealer can 
comment upon aftairs in this vein. 
Even if they could it would be too 
common and would attract no atten- 
tion. But finding some way to make 
your advertising individual, to set it 
apart from: your competitors’, is of real 
advantage to you today. 

“When the advertiser sets out to let 
the public know * * * he is right 
up against the problem of letting the 
public know in an individual way,” 
said I. J. Ross, in Printers’ Ink. 

“If he is a retailer he is competing 
against all other retail outlets for the 
attention of the public. 

“The two greatest qualities that go 
into advertising are individuality that 
attracts and truth that convinces. The 
public doesn’t know you are in exist- 
ence until you get the public’s atten- 
tion. The public isn’t going to trade 
with you to the extent that you want 
until you get the public’s confidence.” 

Some Dealers’ Methods 

There are many ways in which flour 
and feed dealers can do individual ad- 
vertisinz. 

Special position in the newspaper is 
cne way. W. E. Bobo & Co., whole- 
salers, Pine Bluff, Ark., took a three- 
inch single column space right at the 
end of one of the comic strips, which 
are favored by women, and used it for 
advertising flour for waffles and hot 
cakes and similar appeals. 

The Tulsa Feed Co., Tulsa, Okla., 
distributors of Blue Ribbon flour, took 
an inch strip clear across the bottom 
of a page to advertise the flour, using 
illustrations of cake and bread sup- 
plied by the newspaper. 

Instead of running one large adver- 
ticement, many smaller ones can be 
scattered through the different pages 
until they seem as frequent as filling 


stations. Lyman Chandler, of Ma- 
comb, Ill., did this for Guarantee flour 
when a_ special trading day, called 
“Rooster Day” because merchants 


combined to buy all the surplus roost- 
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ers from the country roundabout, was 
observed. The merchants advertised so 
heavily that extra pages were added to 
the local paper, but every time the 
reader opened the pages she saw a 
three-inch single column advertisement 
by Chandler, offering a special price on 
a 48-pound bag of flour for that day. 
Chatty Copy in Memphis 

Bright, chatty copy can be used. The 
E. A. Moore Feed Co., of Memphis, 
Tenn., uses this style to advantage. 
Under the head of “Bottled Up Tight” 
it said: 

“Completely bottled up! That’s the 
predicament we are in right now on 
account of the city widening Central 
avenue between Cooper street and 
East Parkway. However, our loss is 
your, gain, because we are now deliver- 
ingt feed anywhere in the city at door 
prices. Just phone us your order and 
we will put the feed in your barn or 
feed room at the same price you would 
pay right here at our platform.” 

The same interesting style was used 
te introduce a “testimonial” under the 
headline of “Hear What Frank Says”: 

“The fine little town of Whiteville 
is now the home of Mr. J. F. (Frank) 
Miller who formerly lived in Memphis 
and traveled this territory as an expert 
on lubricating oils. Right now we bet 
his finger prints can be found on every 
old saw-mill and every old steam en- 
gine in this part of the country. 

“Also Frank had the reputation of 
being able to extract a big order from 
a customer with less pain and with 
more ease than any other man on the 
road. Perhaps handling so much grease 
had made him a little slicker at the 
same than the other fellows. e 

“Well, Frank is now very much in- 
terested in chickens (the feathered 
kind) and uses our In fact, he 
never loses an opportunity to boost 

In a letter just received, he 

Using Classified Ads 

One class of merchandise at a time 
can be featured in the advertising. 
Werner’s Feed Store, 635-37 West 63rd 
street, Chicago, does this in commu- 
nity newspapers. For example last 
Christmas season it featured popcorn 
in single packages and 100-pound sacks 
in an advertisement headed “Popcorn 
That Pops!” Another time it may 


says 
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4 BANNER GRAIN CO. 
i MINNEAPOLIS, MINN. 

Milling Wheat 

| All Proteins and Glutens 
, Corn, Oats and Rye for 


Milling and Feed 


be “Special Flours and Meals For Diet 
and Health Use.” 

Classified advertisements are scat- 
tered through that section of the news- 
paper by the Colfax Grain & Feed Co., 
Colfax, Wash., each advertisement be- 
ing devoted to a single product like 
flour, hay or field peas. Inasmuch as 
prices are always quoted these classi- 
fied ads have a chance to do some 
good. But there is little value in a 
say-nothing classified ad like this: 

“FOR SALE—A full line of Poultry, 
Dairy, Horse, Hog and Mill Feeds, 
Flour Mills, Blankwalk, Mass.” 

The Binding-Stevens Feed Co., of 
Tulsa, Okla., uses classified advertising 


to advertise pecans and peanuts by 
mail and offers the added inducement 
of a recipe from which the buyers can 
make peanut brittle. 

The public’s attention is sought to- 
day by all kinds of businesses. There- 
fore the flour and feed dealer who 
makes an individual appeal or who 
shows an understanding of his prospec- 
tive customers is most likely to get a 
hearing. 


H. R. NAFTALIN, who purchased 
the Hawarden Roller Mills, Hawarden, 
Ia., from C. A. Nancolas, is remodel- 
ing the plant. A new grinding house 
will be erected at a cost of $10,000. 


f ALFALFA MEAL 


FINE—MEDIUM—COARSE 


ALFALFA HAY 


HIGH PROTEIN 
LOW FIBRE 


i Johnson Olson Grain Co. 
MINNEAPOLIS, MINNESOTA 
‘ Get Our Delivered Prices 


Jacobson “AJ Acs” 
Feed Grinder 


Pulverizes grains, ear or snapped corn, 
roughage, and other materials into soft 
cool stock. 
grinds more feed. 


Write for full particulars. 


A. E. Jacohson Machine Works, Inc. 


ALL-PURPOSE 
HAMMER TYPE 


Requires less H. P. but 


1090 TENTH AVE. S. E. 
MINNEAPOLIS, MINN. 


De Luxe 


‘“‘Eureka’’ No. 1-B Corn Cutter 
4 (8000—10000 Lbs. Capacity) 


B European Branch: 64 MARK LANE, LONDON, ENG. 


REPEAT ORDERS 


An example of our New Cutter’s 
popularity: Mr. Walter Nowak of Nowak 
Milling Corp’n., Hammond, Ind., ordered 
a No. 1-B Improved “Eureka” 
with direct connected Magnetic Separator 
which was shipped early in August. 


“Two More Cutters” 


Were ordered Long Distance ‘phone on Sept. 'l4th. That’s the re- 
ception these new ‘“‘Eureka’s” are getting---because of Accessibility, 
LARGE AREA ONE PIECE SCREEN, Timken Bearings and many 
other superiorities. 

ASK FOR PHOTOS--SERIES F 


S. HOWES CO., INC. 


SILVER CREEK, N. Y. 


Corn Cutter 
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Prepared by the Minneapolis branch 
office Hay, Feed and Seed Division, 
Bureau of Agricultural E i 


HE market on wheat mill feeds 
has shown a rather sharp down- 
ward reaction during the past 
week. The tightness which has pre- 
vailed in the delivery situation for 
many weeks past gradually disappeared 
and feed offerings, particularly for la- 
ter shipment became more liberal. On 
the whole, however, lower quotations 

were the result more hecause of a 
siackening in the demand than any in- 
crease in the offerings for nearby ship- 
ment. 

_At the present writing bran and mid- 
clings for strictly immediate shipment 
are still being offered sparingly, but 
feed for April and May shipment is of- 
fered rather freely both by mills and 
jobbers. 

Shipping directions on flour contracts 
have been received in fair voiume and 
as a result mills generally succeeded 


in getting out their March contracts 
in better shape than at first anticipated. 
This has gradually alleviated the tight 
position in which many feed manufac- 
turers had found themselves and hand- 
lers’ needs were fairly well taken care 
of. Fresh buying at present levels is 
very scattered and there is no tend- 
ency to speak of to anticipate -future 
requirements. 

Bran and middlings for April ship- 
ment are available at about $1.00 under 
the prompt basis with May bran $2.00 
to $2.50 under the prompt. A_ few 
bids for season shipment have come 
into the terminal markets. Recently 
the Minneapolis market had bids of 
$29.00, Chicago, or $26.40, Minneapolis, 
for season bran, but the mills did not 
see fit to accept any of these. A little 
season pure bran has been offered on 
a basis of $28.00 Minneapolis, but no 
takers reported. 

Southwestern mills have sold scat- 
tered lots of July, August, and Septem- 


ber bran mostly to eastern markets 
on a basis of $27.00, Kansas City. 

Manufacturers generally are of the 
opinion that the decline in feed is not 
going to run quite as far or as fast 
as most operators expect. Substitutes 
of all kinds which mixed feed interests 
use in the manufacture of mixed feeds 
remain on a comparatively high level 
and there is nothing in the feed line 
that is cheaper than wheat mill feeds, 
even at present quotaticns. As there 
are virtually no stocks built up any- 
where in the country, it is argued that 
unless extremely favorable pasturage 
conditions prevail this spring, it seems 
probable that a sufficient demand will 
prevail to keep the market from run- 
ning into a sizeable decline. 

The heavy feeds have not declined 
as much as bran and middlings al- 
though the market tone is slow. 

The high protein feeds have held 
quite firm. The linseed meal market 
kas subsided somewhat from its recent 


THE FEED BAG—APRIL, 1928 


Page Twenty-seven 


a 
« 


i 
¢ 


4 
§trive toreach 1 


advance but cottonseed meal prices 
have advanced constantly. 
of cottonseed in crushers’ hands is ma- 
terially smaller than a year ago, and 


The supply 


indicate that unsold 
stocks in growers’ hands are unusually | 
light. The gluten feed and hominy 
feed markets have continued firm. 
Many of the larger manufacturers of 
gluten feed have had none of. this 
commodity to offer for shipment ear- 
lier than May and spot and transit of- 
ferings which have been offered by re- 
sellers have been bringing a premium 
over the manufacturers’ 
practically all season. 
Various feeds today, April 2, are 
quoted in straight carload lots, f. o. 


trade reports 


quotations 


b. Minneapolis, as follows: Standard 
bran, $34.00; pure bran, $34.50; stan- 
card middlings, $34.00; flour middlings, 
$35.50 to $36.50; red dog, $35.50 to 
$37.50; linseed meal, $52.00. 


F. J. BRADFORD, vice-president 
of the Arcady Farms Milling Co., Chi- 
cago, Ill, is back on the job fol- 
lowing an operation for appendicitis. 
Mr. Bradford attended the convention 
cf the Eastern Federation of Feed 
Merchants at Binghamton, N. Y., Feb- 
ruary 22 and 23. Feeling the attack 
of appendicitis coming on he rushed 
back to Chicago Thursday night, Feb- 
ruary 23, and was operated on Friday 
afternoon. 


MILL FEEDS 


* WHEAT SCREENINGS CORN + 
® we 
Hiawatha Grain Company 
MINNEAPOLIS, MINN. 

‘*FOR BETTER SERVICE’’ 4 
* (We Own And Operate A Mill And Elevator) 4 
SPECIALIZING IN ALL TYPES OF SCREENINGS 4 
(GROUND AND UNGROUND) at 

+ a Get Our Samples and Prices = + 
STRAIGHT CARS MIXED CARS x 
+ 


GROUND FEEDS 


OILMEAL ; 


over 41 Years. 


2.2 9 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2. 


D. R. MIHILLS, Mgr. 


Since 1885—44 years and 


No-Milk Calf Food 


is still the Leader. 


We have over 350 dealers in Wisconsin 
selling our Product and some of them 
Their repeat orders 
each year is the best recommendation 
we know of for No-Milk Calf Food. . 


ARE YOU ONE OF THEM 5 


FOR PRICES WRITE 


National Food Company 


2. 2. 2.2. 


2. 


Fond du Lac, Wis. 
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A. L. Johnstone To Head 
Milwaukee Exchange 


A. L. Johnstone 
of the Johnstone- 
Templeton Co. 
was elected to suc- 
ceed .William 
Hottensen, of the 
W. M. Bell Co., 
as president of the 
Milwaukee Cham- 
ber of Commerce. 


A. L. Johnstone 


Other officers are 
A. L. Flanagan, Frazier-Smith Co., 
Ltd., first vice-president; Edward La 
3udde, La Budde Feed and Grain Co., 
second vice-president; and H. A. 
Plumb, secretary-treasurer. 

P. P. Donahue, Donahue-Stratton 

o., A. L. Jacobs, Cargill Grain Co., 
and Josef Mueller, Buerger Commis- 
sion Co. were elected directors. 

Wm. Eiteneier, Owen & Bros. Co., 
Carl A. Houlton, La Budde Feed and 
Grain Co., and Frank J. Phelan, F. J. 
Phelan Co., were elected as members 
of the board of arbitration for the reg- 
uiar term, while Roy I. Campbell was 
elected as a member for the unexpired 
term. 

Thomas M. Corcoran, Corcoran 
Bros. Co., and S. G. Courteen, Cour- 
tcen Seed Co., were elected as mem- 
bers of the board of appeals. 


FEED LOSS AT LOCKPORT 

During the fire which recently caused 
$500,000.00 damage to the business dis- 
trict of Lockport, N. Y., the storehouse 
of the Shaeffer Feed Co. was damaged 
to the extent of more than $10,000.00, 
the loss resulting from damage of 
stocks by smoke and water. 


FREDONIA (N. Y.) SEED CO. 
has increased its capital from $50,000 
to $100,000. 


M. C. BURNS, of the Traders’ Feed 
& Grain Co., Inc., Buffalo feed jobbers, 
knows all about crime as the result of 
putting in an entire month as a mem- 
ber of the criminal grand jury sitting 
in that city in March. Mr. Burns had 
as a companion in this service W. 
Milton Maute, Lancaster, N. Y., flour 
and feed dealer. 


‘CANNON VALLEY MILLING co. 


MODERN WATERPOWER MILLS 


FARMERS CHOICE 
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Funny Letters Often Get Business 
By Making Farmer Smile 


| } VEN tired 
trudged WORKS BUT ~ 
all day behind a FATHER, AN — 


spring tooth drag ap- 
preciates humor, and 


an advertiser who 
says something fun- 


ny wiil often get a 
hearing while serious 
copy finds the kitch- 
en stove. 

T he Wisconsin 
Milling Co., Menom- 
onie, Wis., recently 
sent a circular letter 
to its poultry feed 
customers which 
made them laugh, 
and also buy. 

“mi Deer friend 
Ebner,” it reads, 
“since i rote 2 you 
last i tried that 
idear what you give me an’ it didn’t 
work worth a dam. Nobody can make 
me beleeve now that you can pour hot 
water down a chicken’s throat an’ 
make ’em lay hard boiled eggs. I tried 
it on 6 different chickens an’ every one 
ov ’em is laying for the last time. Now 
days if you want 2 get the best re- 
sults from chickens you half 2 study 
*em—you half 2 treat ’em like one ov 
the family. 


WHAT DIDYA 


Chickens Is Lazy 

“If a cow won't give milk you can 
take it from her but you can’t pull 
anything like that on a chicken. Fur- 
ther-an-more, did you ever try an’ fig- 
ure out why cows don’t fly? This will 
give you sum idear what i mean when 
i say “a study.” Befor i let you in on 
a secret, i want 2 tell you ’bout a few 
things what i found out about chickens 
an’ why they won’t lay eggs. Chickens 
is lazy. Yes sir, Eb, their just like a 
lot ov peepul what work for the gov- 
ernment. They won’t do any more 
work than they half 2. 


Mash Works Slick 


“Here’s the secret an’ it works just 
like the nuts in a insane asylum, becuss 
they don’t know no better. Feed your 
chickens A-C EGG MASH. This is a 
signtific feed what is made up ov a 
lot ov different kinds ob things like 
hamburger is, only it ain’t meet. It 
has more jurisdiction over chickens 
than a judge has over a court an’ thats 


“HELLO HANNA, 
YESTERDAY 


06, 


Ne 

ile 

sayin’ plenty. 


pul wood let their chickens run ’round 
an’ dig an’ scratch for them selvs in 


In the ol’ days the pee- 


order 2 make both ends meet. Sum 
times the chickens wood lay a egg an’ 
sumtimes if they didn’t feel like it, 
they woodn’t. With A-C EGG MASH 
they got 2 lay no matter how they 
feel. Somethin like this weod be a 
good idear to break up the plumbers 
union an’ they could even give it to 
all the senitors and congressmen if 
they could get it. Just ’magine, it 
works the same in the winter as it 
does in the summer so you can see 
how it gives the chickens sumthin to 
think ‘bout all year ’round. 
Stop Feedin’ Sawdust 

“Besides the A-C Egg Mash what 
makes them lay eggs, they make A-C 
Scratch Feed which is a body builder, 
A-C Chick Developer what makes the 
little chicks grow up like their Papa’s 
an’ Mama’s an’ every kind ov signtific 
feed 2 make chickens do anything you 
want ’em 2, except run for public of- 
fice. If i was you, Eb, i wood cut out 
feedin’ the chickens sawdust an ex- 
pectin ‘em 2 lay 2 x 4's. Then i wood 
start givin ’em these A-C Feeds for 
what ever ailes ’em, an instead ov keep- 


in chickens for company, they wood be: 


payin you big for their room an’ board. 
An’ say Eb, wile i think ov it, if you 
don’t no ware 2 get A-C Feeds, rite 
to the WISCONSIN MILLING Co. 
at Menomonie, Wisconsin an’ they’ll 
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give you all the dope. An be sure an 
ask ’em or your dealer for those little 
books an’ papers what the Wisconsin 
Milling Co. puts out free, on how to 
raise and feed chickens for “More Pro- 
fit to the Farmer.” Let me hear from 
you an’ be sure an’ tell me how you 
cum out an’ if you are 2 lazy 2 try 
this idear out, let the wimun folks do 
it. 
“Your friend an’ creditor, 
Joeseefuss.” 


Dairy School Increases 
Dealer's Business 


(Continued from Page Twenty-three) 
for cream for almost a decade, and the 
elimination of the scrub bull. 

This year a drive has been started 
to eliminate the tubercular cow from 
the county. The idea is finding favor, 
judging from questions that Mr. Ma- 
gruder is asked wherever he goes on 
his lecture tours. The coming of a 
canned milk plant in an adjoining 
county to the south and the building 
of a cheese factory in the county to 
the north has brought to the milk pro- 
cucers of Wilson county a chance to 
see what these markets afford in the 
way of returns for their products. The 
jiarmers readily understand that their 
county is a leader in the natural 
growing of blue grass and are taking 
advantage of this fact but with the 
rany marketing problems they are fac- 
ing together with the high prices of 
feeds they are concerned about the 
future of dairying. 

Use Local Evidence 

Here is where the lectures by Mr. 
Magruder are especially timely for they 
are showing the farmer that by elim- 
inating the bearder cow and by mod- 
ern dairy practices they can make more 
money with present, prices than ever 
before. He goes very carefully into 
the relation of certain feeds and the 
corresponding milk production, show- 
ing directly by well timed demonstra- 
tions at the farms of dairymen who are 
following his advice just how much 
the difference is at the end of the year 
in dollars and cents. 

Mr. Hill finds that by this method 
he is able to convince the average far- 
mer of the error of his ways where if 
he has Mr. Magruder simply tell them 
of something done in another county, 
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STOP! 


LOOK! 


LISTEN! 


IE have the best quality of CORN this year we 
==) have handled in many years, all No. 2 so far as 
quality is concerned. 


If you want this kind of corn, place your inquiries 
with us and you will get the best that money can buy. 
Result, satisfied customers and more of them for you. 


Can furnish both corn and oats, straight or bulk-head cars. 


Western Terminal Elevator Co. 


SIOUX CITY, IOWA 


oo 


0000000002020 0000000000000 


16144% PROTEIN 


| 


MANUFACTURED BY 


Oo 


SHIPPERS OF 


RED DURUM 


i Elevator Capacity—2,500,000 Bushels 


| ARCHER-DANIELS-MIDLAND CO. 


Manufacturers of Linseed Oil and Meal 
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MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


GRAIN DEPARTMENT 


them regularly. 


|  Sulphured and Natural Oats 
and Barley, Buckwheat and 
other grains for poultry feed 


«—- MINNESOTA 


Wire or Write for Our Quotations if you are not receiving 


SWEET DAIRY FEED 


ooooo0c 
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the information passes off as water on 
a duck. 
Gains Farmers’ Confidence 

The elimination of onion odor from 
the milk was a major problem in the 
spring months for a long time until the 
creameries were persuaded to install 
machines to do the work. Now the 
farmer need not lose sleep fearing that 
his cows will break into an onion field. 
At present this kind of milk brings the 
regular price except for the deduction 
cf a stated price a gallon to pay for 
the remceval of the taint. 

The forming of pure bred bull clubs 
ever the county has been largely the 
means of reducing the number of scrub 
cows and better dairy herds are grad- 
ually increasing. Mr. Hill finally hopes 
to see no boarder cows in Wilson coun- 
ty. He finds a wide open field in which 
to give his services and it is surely 
welcomed by the farmers who are too 
busy producing milk and cream to 
worry with proteins and fats. Most 
of them now just leave it-up to Mr. 
Hill to procure the feed he thinks is 
best for the particular period in mind 
and just let it go at that. It pays all 
concerned. 


FARMERS’ ‘ELEVATOR 
Mt. Union, Ia., plans to erect a feed 
mill this spring. 


MORE MILK NOW 


WITH 


CORN 


GLUTEN FEED 


23% Prot ‘ein 


GLUTEN 


FEED 


20 20% Proiein 


“The Lhat Pay’ 


Dealers everywhere are finding 
Sweetened Douglas Corn Gluten 
Feed gaining new and better satis- 
fied customers every day. A pro- 
tein concentrate flavored with cane 
molasses. For poultry as well as 
dairy cows. Get our new pamph- 
let describing it. 


Look for the sign of these good feeds 
at your dealer, or write to 


PENICK & FORD Ltd. Inc. 


Cedar Rapids, lowa 


il 


Johnson Mercantile Co. Joins 
Cash Basis Family 


NOTHER feed dealer has joined 
At progressive cash basis family. 
The Feed Bag takes great 
pleasure in introducing the Johnson 
Mercantile Co., of Wittenberg, Wis. 
Arne Johnson, secretary of the firm, 
has put his foot down on credit and 
in a notice recently sent to his cus- 
tomers, presents convincing reasons 
why he changed his policy. 

“Bad, never-paid accounts,” the no- 
tice says in part, “carry so many bad 
features with them besides the total 
loss that taken in all their effects upon 
a business they can very 
ately rank first in the list of arguments 
against credit sales. No merchant can 
extend even a moderately guarded 
credit and avoid bad accounts and their 
detrimental effects upon his business. 

“The direct cost of doing a general 
credit business is large. Time that 
could be spent in the productive 
branches of business has to be devoted 


appropri- 


to keeping records, rendering state- 
ments, writing dunning letters, closing 
accounts with notes, renewing notes, 


making personal calls to settlé ac- 
counts, and finally other costs of <col- 
lection in all its varied forms. 

“Another itemy that is chargeable to 
credit sales that accrue through loss of 
interest on capital tied up in book ac- 
counts are loss of interest on loans for 
capital, loss of cash discounts, loss of 
business due to disagreement arising 
out of credit sales, loss of patronage 
through debtors who usually fail to 
patronize the businesses where they 
owe long past due accounts, and loss 
of business due to the necessity for 
higher prices under the credit policy 
than under a cash basis system. 

“In future trading with us,’ con- 
cludes the notice, “you will not be re- 
Guired to contribute a share of the 
costs of an expensive credit sales 
policy.” 

Good luck, Mr. Johnson. The Feed 
Bag knows that you will succeed. 


HARRY FRANKE, of the [Franke 
Grain Co., Milwaukee, celebrated his 
birthday on Monday, March 20. 


L. F. BROWN, secretary of the 
American Feed Manufacturers’ Asso- 
ciation, has a trick radio that recently 
baffled many Windy City experts be- 
cause of the great reception Mr. 
Brown was able to get. The set was 
hit by a railroad train when it dropped 
from Mr. Brown’s hands while he was 
carrying it home and indications were 
that the crash had worked a miracle 
until the reason for its great receptive 
powers was discovered. Perhaps Mr. 
Brown will tell you what the reason 
was. 


Eastern Merchants Plan 
Summer Meeting 


(Continued from Page Thirteen) 


with slides showing step by step the 
processes of cotton cultivation and of 
meal manufacture. Mr. Cocke has had 
wide experience as a convention speak- 
er and will present an interesting sub- 
ject in a graphic manner. 
Plan Mornings for Business 

It has been decided to confine the 
business meetings to the mornings and 
devote the afternoon hours to pro- 
grams of recreation. While the dele- 
gates are wrestling with the weighty 
problems of the trade, the ladies who 


A PAYING SIDE LINE FOR ELEVATOR COMPANIES 


Security Food Compound for Calves and Young Pigs 


The Baby Food for 
Calves. Makesthem 
grow sturdy with- 
out whole milk. 


Dealers Wanted 


We want every elevator 
in the U.S. that has farm 
trade to write to us and 
learn of our wonderful 
dealer’s offer. Youcan 
make splendid profits and 
at the same time render 
a great service to those 


Calves and Young Pigs 


Thrive and Grow Sturdy at Small Feeding Cost 


WHEN FED 


SECURITY 


FOOD 


COMPOUND 


The Baby Food for 
Young Pigs. More 
and Better 
Less Cost. 


Our Guarantee 
Every Pail or Keg of 
FOOD COMPOUND con- 
tains our guarantee to 
the effect that we will re- 
turn to the feeder the ori- 
ginal purchase price in 
the event that SECURI- 
TY FOOD COMPOUND 
does not give entire satis- 


who are feeding young 
pigs and calves. 


¢gs Treo AatT 


faction, when fed accord- 
ing to directions. 


SECURITY FOOD CO. 


Established 1900 


MINNEAPOLIS, MINN. 


Our Salesmen Work with Managers in Making Sales Among Farmers. 
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Boost The Feed Bag To Firms You Do Business With 


A-C 


SCRATCH FEED 


when fed with 


EGG MASH 


Will positively produce the maxi- 


Mixed Cars 
Our Specialty 


mum amount of eggs. 


These feeds are RIGHT and our prices are RIGHT 


Write for samples and prices 


WISCONSIN MILLING COMPANY 


o0o00000 


MENOMONIE 
WISCONSIN 


oooo 


WE SELL DEALERS ONLY 


— 


CRUDE FAT - 
CRUDE FIBRE - 


MINNEAPOLIS, 
- 


ST. PAUL, MINN. ——— 
= Office 315 Corn Exchange ~~ 


= WHEAT FEED 


Wheat Low Grade Flour, Red Dog, Middlings 
Bran, Screenings not exceeding mili run — 


— CRUDE PROTEIN 15.7% 


MINN. 


Queen Wheat Feed 


is a Pure Wheat offal 
and is manufactured in 
our own mills. Can fur- 
nish Queen in straight 
or mixed cars with Che- 
rokee Pure Bran and 


Cherokee Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
Minneapolis, Minnesota 


m WE SELL DEALERS ONLY <—a 


= 


GRIT. 


SERVICE 
ON MIXED CARS 


Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


GLUTEN, COTTON 


McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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attend will be royally entertained with 
sightseeing and shopping trips and lun- 
cheons. Last year more than 50 ladies 
confessed that they “had the time of 
their lives’. It is expected that the 
number will be increased this year and 
the committee is making preliminary 
arrangements to entertain at least one 
hundred women. 

“The membership campaign which 
will be conducted before the annual 
convention should do much to swell 
the attendance,” suggests Frank Ben- 
jamin, veteran feed merchant and 
treaurer of the federation. “I believe 
we shall have the largest summer 
meeting we have ever held.” His 
epinion has been echoed by several of 
the officers and members who are mak- 
ing plans to bring out large delega- 
tions from their own localities. 

Membership Campaign Planned 

The complete board of directors of 
the Eastern Federation will hold a 
business meeting at Aibany, N. Y., 
April 11, prior to the general confer- 
ence on publicity, to consider many 
important matters that have accumu- 
lated since the Binghamton conven- 
tion. Among the subjects to be dis- 
cussed is a membership campaign to 
be conducted in New York, Pennsyl- 
vania and New Jersey before the An- 
nual Summer Convention in June. 

In commenting on the proposed cam- 
paign, W. A. Stannard, secretary of the 
federation, said, 

“While our membership is steadily 
growing there are still upward of 1,200 
retail merchants in the East who have 
never joined. I am sure that the ma- 
jority of these merchants would be- 
come members if they understood the 
importance of the federation. They 
do not attend the convention and are 
not on the mailing list of the Feed 
Merchants’ Bulletin so that they are 
not aware of the constructive program 
of our organization. 

“With the proposed enlargement of 
our program and the beginning of a 
costly program of publicity it is im- 
portant that these merchants join the 
federation and thereby lend their fi- 
nancial and moral support.” 

The suggested membership cam- 
paign which will be outlined to the di- 
rectors by Mr. Van Derzee, calls for 
appointment of 50 local committees to 
make an aggressive drive in their re- 
spective territories. It is hoped that 
by this method fully 500 new members 
will be added. 


CHAS. MANN CO. has purchased 
the Northwestern Milling Co., May- 
ville, Wis., and will begin operations 
at once. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


BUSINESS FOR SALE p 
Feed and Grain business for sale in Manito- 
woe County. Chance to get into a good paying 
business with small investment. Write 100, c/o 
THE FEED BAG, 86 East Michigan street, 
Milwaukee, Wis. 


WATER POWER MILL FOR SALE 

FOR SALE: A water power grist mill in 
Northern Wisconsin. An old established mill 
with beautiful surroundings. Includes a Con- 
crete Dam; Feed Grinding Equipment; Large 
Mill Buildings; Steel Penstock; Steel Flume; 
Concrete Bridge, situated in center of town; 
new Semi-Dutch Residence of 8 Rooms includ- 
ing Breakfast Nook, Sun Parlor, Tile Bath, 
Tile Kitchen, Slab Oak Doors, Red Oak [Interior 
Trim, Electric Range, Electricity throughout, 
Built-in Cupboard, Hot Water Heating System. 
For further details and other description, write 
MA, c/o THE FEED BAG, 86 Fast Michigan 
street, Milwaukee, Wis. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 

Grades and weights guaranteed. 
JOHN DEVLIN HAY CO., Inc. 
192 NO. CLARK ST., CHICAGO, ILL. 


L. HARTZEEIM, Lange & 
Hartzheim, Beaver Dam, Wis., was in 
Milwaukee to participate in the Eagles 
Club bowling tournament, March 24 
and 25. 


D. R. MIHILLS, of the National 
lood Co., Fond du Lac, Wis., was re- 
cently elected exalted ruler of the Elks 
ledge of his city. Don reports a stead- 
ily increasing demand for his No-Milk 
calf meal and special egg mashes 
among dealers throughout Wisconsin. 
He has a fine new fire-proof plant 
cquipped with modern machinery, in- 
cluding a Howes vertical mixer and a 
special conveyor of his own invention 
which enables him to make good use 
of his second floor storage capacity. 
National Food Co. is distributor of 
Gold Medal flour and also conducts a 
successful retail feed business on a 
strictly cash basis. 


POULTRY MILLETS 


We are large shippers of the 


EARLY FORTUNE 
MILLET 


grown under dry conditions. 
Has very low moisture con- 
tent and indeed very well 
cleaned. 


GET OUR PRICES BULK OR 
SACKED CARLOADS 


RICHARDTON MILLING COMPANY 


RICHARDTON, N. D. 


Mention The Feed Bag When Writing Advertisers 


Get Parks’ Direct Mill Contracts 


ANYTHING IN THE FEED LINE 


Dried Butter Milk Powdered Skim Milk 
Cottonseed Meal Linseed Meal Bone Meal 


Oyster Shells Screenings Coarse Grains 


J. P. PARKS, Broker 


Direct Manufacturers Representative 


400-401 New England Bldg. KANSAS CITY, MO. 


OO 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 Ib. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feed Shippers 


HARVARD, ILLINOIS 
PHONES 135 AND 118 
Excellent service, highly reliable; 
Quality paramount---that’s undeniable; 


Best of attention, prices agreeable; 
Our motto is: ‘“‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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The Feed Bag Is Your Paper, Help It By Boosting 


$441,661.41 


That jis the amount we have collected 
from our policyholders and paid back to some 
of them in twenty-five years for lightning 
damage to elevators. Still there are owners 
who maintain, “I don’t want a fire,’”’ but yet will not install 
lightning protection. Lightning losses positively can be pre- 
vented—and at relatively low cost. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 
J. J. Fitzgerald C. R. McCotter 


Secretary and Treasurer Ass’t. Secy. and Western Mgr. 
Fg Ind. Omaha, Nebraska 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 

FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL-PHELPS COMPANY 


616 Corn Exchange Bldg. Minneapolis, Minnesota 


Pearl Grit 


Makes Hens Lay 


LESS GRIT TO BUY, MORE EGGS TO SELL 


Because of and natural balance of 
needed minerals, poultry will eat only about half as 
much PEARL GRIT as of other grits or shells, yet egg 
production will be increased to the maximum. 
MARYLAND POULTRY DEPARTMENT SAYS 

“The Limestone ren consumed 43% less material and laid 20% more eggs.” 
Our enormous advertising program is catrying this message to the poultrymen 
and you should be in position to supply the demand. 

A YEAR ROUND PRODUCT 

There is a year round demand for PEARL GRIT. During the winter and fall 
laying season, PEARL GRIT is in demand to supply the necessary lime for the 
heavy egg production of this season. During the spting months, there is an 
enormous market for No. 1 PEARL GRIT for baby chicks. Every experimental 
college and professional poultryman in the country, recommends No. 1 PEARL 
GRIT to furnish the necessary lime for rapid gain. 

WRITE FOR PRICES 
AND INFORMATION REGARDING PEARL GRIT 


It is made in three sizes for laying hens, growing birds and baby chicks. 
THE OHIO MARBLE COMPANY, Piqua, Ohio 
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a. AVERY, of Le Roy, N. Y., 
would have few to dispute him if he 
were to lay claim to being the bridge 
champion of the feed trade. He won 
the national championship contest re- 
cently conducted as part of an adver- 
tising campaign for Heisey’s glassware. 


BEG PARDON 

The Feed Bag wishes to correct any 
misunderstanding that may exist aris- 
ing from the report of W. B. Griem’s 
talk before the Madison District Feed 
Dealers’ Club, published in the De- 
cember, 1927, issue of The Feed Bag, 
as follows: 

(1) Professor E. S. Savage of Cor- 
nell University did not ask the Asso- 
ciation of Feed Control Officials to en- 
dorse open formula feeds. 

(2) The association went on record 
as opposing legislation which would re- 
quire manufacturers to state the per- 
centage of ingredients on the feed la- 
bel, but took no action regarding the 
voluntary statement of percentage of 
ingredients by manufacturers. 

(3) The Wisconsin Department of 
Agriculture does not endorse the open 
formula method of labeling feeds, in- 
stead of open formula feeds, as re- 
ported. This department makes no 
recommendations on feeding stuffs. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


GOOD 
CORN and OATS 
For 
WISCONSIN 


TRADE 


Prices Right—Service Prompt 
TRY US. 


COD LIVER OlL 


PEARL GRIT 


Bag Lots -- Ton Lots 


Dadmun- LaBudde 
Company 


| 
| | 
ICOLONIAL BUTTER SALT; 
| 


JOHN DAVIS, Manchester, Ia., has 
purchased the interest of his partner, 
William J. Davis in the Brayton & 
Davis firm. 


VORWALD BROTHERS, New 
Vienna, Ia., will erect a new feed mill. 


VERTICAL GRINDER BULLETIN 

Allis-Chalmers Manufacturing Co., 
Milwaukee, Wis., has recently placed 
on the market a vertical grinder, a new 
type of machine of compact size with 
a vertical squirrel cage motor built into 
the unit. Their leaflet No. 2103 des- 
cribes the grinder in detail and will be 
sent free of charge to anyone on re- 
quest. 


REPRESENTS STRONG-SCOTT 
Walter C. Stephen has been ap- 
pointed Wisconsin representative of 
the Strong-Scott Manufacturing Co., 
Minneapolis, with headquarters at Eau 
Claire, Wis. The Strong-Scott Manu- 
facturing Co. handles a complete line 
of mill supplies, including grinders, 
mixers, molasses plants and transmis- 
sion machinery. Mr. Stephen is an 
experienced milling engineer and will 
hereafter be available to give expert 
information on installations and ma- 
chinery to all dealers and manufac- 
turers in his territory. 


MINNEAPOLIS | 
STAY AT | 


Che 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU | 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


High Feed Prices 
What Can Be Done 


Mr. Dealer: 


You cannot afford to allow your stock 
of flour and feeds to become depleted 


just because prices are high. Neither can 


any dealer afford to carry a large stock of 
feed at this season and at these prices. 


Every car we ship can carry a complete line so you 
need never turn customers away and still have a 
small investment. 


GET OUR PRICES: 


Mixed Dairy Feeds Poultry and Chick Feeds 
Bran and Midds Coarse Grains 
Protein Feeds Wheat Flour 


ALL IN ONE CAR AT CARLOAD PRICES 


NEW RICHMOND ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 
NO DELAYS—ORDERS QUICKLY FILLED 
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Quality—Service 


CORN--OATS--BARLEY 
BREWERS DRIED GRAINS 
Mill Feeds---Linseed Oil Meal 
Orient Wheat Mixed Feed 
PROTEIN 16% FAT 5% 


ATTRACTIVELY PRICED 
Let us have your inquiry 


We are at the other end of your telephone. 
GIVE US A RING. 


Broadway 4961! 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
Brokers for 
CLINTON CORN GLUTEN and 
CORN OIL CAKE MEAL 


Operating Elevators at 


DEPOT HARBOR, ONT. 


MILWAUKEE—CHICAGO 


= 
| 
| 
i = = = = S=== « 
| 
| 
| 
| 
| } ! q 
|. 
| 
RATES | 
59 Booms at.................$2.00 | i 
68 Rooms at................. 2.50 | 
| 84 Rooms at................. 3.00. |i 
41 Rooms at................. 4.00 
| Suites and Special Rooms at Mil d 
| $6.00 to $9.00 
| 
— | 
i 
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CLARENCE MOLL, cf the Franke 


Grain Co., Milwaukee, Wis., is the 
proud father of a seven pound baby 
boy born Tuesday morning, March 27. 


ROY L. HERRICK, of the Herrick 
Feed Co., Harvard, IIl., addressed the 
Rotary Club of that city on the sub- 
ject of “Salesmanship” on March 19. 
The Harvard Herald reported that Mr. 
Herrick’s talk was one of the most in- 
teresting heard at weekly meetings of 
the local club in a long time. Mr. Her- 
rick started his rise to his present well 
established position in the feed indus- 
try as a railroad telegraph operator. 
Incidentally, E. S. Woodworth, of E. 
S. Woodworth & Co., Minneapolis, and 
now also a director of the Northwest- 


ern road, is another prominent feed 
man who has graduated from the ranks 
of railroad telegraph operators. 


LOMIRA CO-OPERATIVE CO. 
held a farmers’ institute at Lomira, 
Wis., Friday, March 23. There was 
a very thorough discussion on feeds 
with practical demonstrations. 
were shown in the evening and the 
institute attracted a very large attend- 
ance. August Luedtke is manager. 


Movies 


A. C. THIEL, a progressive feed 
dealer at Slinger, Wis., held an inter- 
esting moving picture show and lecture 
on Nopco cod liver oil on the after- 
noon of March 23. 


Personal 
Attention 


SHIP TO 


OY |. CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also Reground, Unground and Fine 
Ground Hulls 


Three Minute Cereals Co. 
Cedar Rapids, Iowa 


GET MY PRICES—SAVE MONEY 
A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


602 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 510 Mitchell Bldg. 


ESTABLISHED FOR OVER THIRTY YEARS 


Milwaukee, Wis. 


NEW CROP 


DRIED BEET PULP 


Straight carlots and also in mixed carlots with GROUND 
FEEDS, OIL MEAL, MILLFEED and POULTRY FEEDS. 


MANEY BROTHERS MILL & ELEVATOR CO. 


MINNEAPOLIS, MINN. 
Telephone Main 1864 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
_ MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


MILLERS OF 


Mothers Best Flour 


Emrich Grain Co. 
CEDAR RAPIDS, IOWA 


‘“‘Get our prices before 
buying grain’’ 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


917 METROPOLITAN LIFE BLDG. 
MINNEAPOLIS, MINN. 


WHEN TRADING IN 


GRAIN FUTURES 


Ghe 


IHADDEN GRAIN CO. 


MILWAUKEE 


Serves the Best 


4 4 YEARS IN THE 
GRAIN TRADE 


at MILWAUKEE 
Phone 10 CHAMBER OF 
Broadway COMMERCE 
642 


(Ground Floor) 


Reliance Feed Co. 


-MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


\ Mailing Lists 


Will help you increase sales 
Send for cal giving co 
and prices on th f 
namesof your best pros: 
ers--National, Statean: 

uals, Professions, Business Concerns. 


x y e 9 Guarantee 
ROSs-Goutac 


refund of each 


b 
St Louis 


Storage 


Excellent Feed Storage Facilities. 


Negotiable Warehouse Receipts Issued. 
ASK US FOR OUR LOW STORAGE RATES. 


Storage 
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M. G. 
RANKIN: # QUICK SHIPMENT 


2 2.2. 2. 
2. 2. 


+ 
& COMPANY: STRAIGHT CARS OF FEED 
i i We have Pure Bran, Spring i 
Bran and Durum Feeds in 
warehouses ready [for Quic 
+t Shipment. Write for quota- i 
Established 1880 t+ ++ 
PAINE, WEBBER a4 tions and try our service. ++ 
& COMPANY 
CHICAGO STOCK L 2 J ++ 
BOSTON STOCK ++ $+ 


EXCHANGE 
DETROIT STOCK 
EXCHANGE 
on 


EXCHANGE 
CHICAGO BOARD ope. 

OF TRADE + Flour Exchange ++ 

Telephone Broadway 8700 ++ Minneapolis, Minnesota +t 
MILWAUKEE ++ 

F. J. PHELAN CO. 

418 Chamber of Commerce 

MILWAUKEE, 
wIS. 
Get our prices on good Oats. We 
“Grain Futures” can supply you. 

Special Attention to Hedges j ] f ] f d 
usiness Second and third cutting Alfalfa. 
expands with 

Printed messages We assure you good service 
They are profitable in delivery 
ADTKE ORTSCH 
BROS. CO. 
EstaBiisHep 1894 
PRINTERS 
LITHOGRAPHERS LABUDDE FEED & GRAIN CO. 
344-346 MILWAUKEE STREET MILWAUKEE, WISCONSIN 
WISCONSIN 
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Che feed Bag 


Vol. 4. No. 4. APRIL, 1928 
DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue Last closing date, the 25th, 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically every responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1928, Editorial Service Co.,Inc. 


100 LBS. 


LINSEED MEAL 
FLAX SCREENINGS 


MANUFACTURED BY 


STUHR-SEIDL COMPANY 
MINNEAPOLIS, MINN. 


INGREDIENTS 

PURE 0. P. LINSEED MEAL AND GROUND 

FLAX SCREENINGS. 

ANALYSIS 

MINIMUM CRUDE PROTEIN 30.0% 
MINIMUM CRUDE 
MAXIMUM CRUDE F 0% 
NITROGEN FREE 
The leading brand of 30% 
Meal. A little higher in 
price because it contains 
a larger percentage of 
Pure Linseed Meal than 
other brands. We are 
getting repeat orders for 
Minnehaha in Wisconsin 


and other states. 


STUHR - SEIDL 
COMPANY 


MINNEAPOLIS 
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Deutsch & Sickert 
C O m p Q Nn Vy 400-402 Chamber of Commerce 


MILWAUKEE, WISCONSIN 
REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 


34% Linseed Meal 
43% Cottonseed Meal 
Bran Middlings 
Flour Midds—Wheat Mixed Feed 
Rye Middlings—Hominy Feed 
Ground Flax Screenings 
Ground Grain Screenings 


Get our CORN and OAT 
Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone— Call 
BROADWAY 


1674 


THE FEED BAG—APRIL, 1928 


i) 

| 

— 


Ghe 


of Better Poultry Feeds 
Built Correctly. Perform Best. 


Chick Starter Mash with Cod Liver Oil 
and Cod Liver Meal contains suitable proteins in 
the proper amounts for rapid gains and low mor- 
tality. This solves the problem of marketing broil- 
ers quickly and hitting a profitable market. The 
high percentage of suitable protein makes tor the 
most rapid growth. 


Growing Mash with Cod Liver Oil and Cod 
Liver Meal is lower in proteins and furnishes 
minerals and vitamines for a_ rugged, healthy, 
growth. By getting full growth at the right time a 
pullet capable of largeegg production is developed— 


Egg Mash with Cod Liver Oil and Cod 
Liver Meal carries on the work started by the 
starter and growing mash. It furnishes the raw 
materials to make thick shelled, hatchable eggs. It 
also furnishes nourishment for bodily up- keep. 
That’s why True Value fed birds have a long and 
profitable life— é 


MANUFACTURED BY 
SALESMEN: 


Have fertile territory avail- 
4] able for aggressive, capable 
e men: must be experienced. 


Write Dept. J, Ladish Mill- 
ing Co., Milwaukee. 


MILWAUKEE, WIS. 


| 


| 

| 

| 
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| LADISH MILLING Co 
| 
| 
| 
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Wisconsin Dealers 


Will Tell You 


2 
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In every station represented on the 
above map, there’s a dealer who knows 
it’s easy to sell King Midas flour. 
Wisconsin dealers sold one-third more 
King Midas flour in 1927 than in 1926. 
Similar business gains were reported 
by King Midas dealers throughout 
the United States, all of whom shared 


in the benefits of increased mill produc- 
tion, bigger local sales and greater 
profits. King Midas is a tested, all 
purpose flour popular with housewives 
and backed by mill policy which en- 
ables dealers to maintain prices con- 
sistently reasonable in accordance with 
King Midas quality. 


KING MIDAS MILL CO. 


INNEAPOLIS, MINN. 


Easy Sell King Midas 


